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up to 5 times faster boring 
with new Irwin Speedbor “88” 


makes every electric drill user a hot prospect 


“oo” 
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Only the Irwin Speedbor 
times faster boring in hard and soft woods. Only 


gives up to 5 


the Irwin Speedbor “88” does so much more 
work with less power and in less time to increase 
the boring range of small 14” electric drills and 
drill presses. This is what customers want. This 
is what customers want to buy. 

And remember: You can use the test block 
picture shown below to demonstrate Irwin 
Speedbor “88” 
easier to sell the biggest ready-to-buy market of 
them all — the many thousands of electric drill 


superiority. This makes it even 


users in vour own neighborhood trading area. 

Speedbor “88” features include Irwin’s ex- 
clusive hollow ground point, balanced cutting 
head, Hang-A-Bit hole and size markings for 
easy selection. Precision-ground shank has three 
heat tempered and accurately spaced flats which 
chuck perfectly in 1/4”, 5/16”, 3/8” and 1/2” 
adjustable electric drills and presses. No wobble, 
no run-out. Sizes 14” to 114”. 

The Speedbor “88 
so order big from your Irwin wholesaler today 


. 


is already selling big 


in individual sizes. sets and assortments. 


The Irwin Auger Bit Co., Wilmington, Ohio, since 1885 


ho a | 


Yes, Speedbor “88"' wood bits are packaged in Irwin's 
new and exclusive self-selling Sellopak dress-up jacket. 


Hardrock maple test shows Irwin Speedbor ‘‘88”’ 


superiority over 5 other brands 


Conditions under which all bits were tested: 


TYPE OF WOOD 
SIZE OF BITS 
SPEED OF DRILL 


— 


Hardrock Seasoned Maple 
All 1” in Diameter 


PRESSURE APPLIED 
BORING TIME 


645 RPM DEPTH OF HOLE 
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A SALE IS IN 
THE MAKING 


CHAN yyg, LOCK 


i Co ae 4 @ ] 


Every time one of your customers 
‘“‘hefts’’ a CHANNELLOCK No. 420, 
a sale is in the making. He'll like its pipe- 
wrench grip... its obvious all ’round use- 
fulness. And the odds are he'll tell you 
to wrap it up. Hundreds of thousands 
of hardware store customers do just 
that every year. 


Cash in on Channellock’s 


growing sales. Put these 
handy pliers out front where 
your customers can eye 'em 
and buy ’em. You'll like the 
extra profits. Let us send you 
our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


EASIER TO 
STOCK JUST ONE 
LINE OF PLIERS 
IT'S PROFIT-WISE 

TO STOCK 


THE CHAN wey LOCK LINE 
® 
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the only complete line of painting and maintenance 
accessories... delivered to you from one nearby source. 
Full 40% profit... 

satisfied customers mean rapid turnover. 





DEXALL BRUSH. CLEANER—renews any brush, no matter 


how hardened and caked with paint. 


DB) =e: a an)", 0 10) B) BLEACH—the most effective, fast-working 


and easy-to-use bleach .... for finest furniture refinishing. 


DEXALL HOLD-TITE GLUE—an all-purpose white glue of 


tremendous strength. Dries clear, won't stain. 


~ 7 
~~ home repair and (7 
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DEXALL PATCHING PASTE—ready-mixed, smooth-finish, 


spackling compound. Applies easier, bonds tighter. 


DEXALL TACK RAG—aids fine painting: One wipe picks 


Vy oMmelia am Lalo Mei 0h-) eum Ol--mme)'-1am-laleMme)'.-1am-)-4-118) 


DEXALL STAIN COVER—seals aat-lale):t-1ah ae late mee) dale 


aniline dyes and stains. Provides good base 
folam ilaljammees- | oe 


DEXALL PREPARITE—tiquid sanding aid cleans and 


olU}it-wm-Jar-laal-t(-10 mm lale mmc: aall-jal-le mei) 1 ar-lol-t-am el -3 ie) 4-1 
refinishing. Saves hours of sanding time 


DEXALL WOOD PATCH—actua! wood in easy-to-use, 


nonshrinking paste form... in tubes 
Laie Mu et-]at-famee) b amore) (ela) 


DEXALL SUPER CEMENT ~—nitrocellulose type cement. 


Makes waterproof bond on wood, metal, glass, china, | 
leather, plastic and paper. 


DEXALL elm Vainie) COMPOUND—for wood or metal 


sash. Remains elastic, will not crack 








DEXALL CAULKING COMPOUND—tough, elastic, 


iong-lasting seal. Knife and gun grades 


DEXALL CAULKING GUN—heavy gauge, all-steel 


construction. Fits any metal or fiber cartridge 


SELF-SERVICE 


YOU SAVE MONEY...YOU SAVE TIME...WITH DEXALL MERCHANDISER! 
A single nearby source keeps your low inventory requirements at This complete Dexall depart- 
peak efficiency. Place one order. . . save on freight costs! ment requires only four square 
feet of floor space. Will build 
sales and profits . . . fast. ..in 
DESHLER PRODUCTS CO., Deshler, Ohio your store. Write now for details. 


distributed by The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit * John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pittsburgh * The Martin-Senour Co., Chicago 
The Lowe Bros. Co., Dayton * Rogers Paint Products, Inc., Detroit 
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wore to 
DOUBLE SALES 


R-V-TEX 500X WINDOW MATERIAL 
BETTER STORM WINDOWS AT LOWER COST! 
Offered for the first time in 1958, here is the 
R-V-Lite response to the demand for a tough, last- 
ing, non-sag low cost window material! R-V-Tex 
500X meets all requirements . . . because it’s an 
all-new product, a real break-through in the win- 
dow materials industry. Fabricated of top-quality 
polyethylene and reinforced with Fiberglas, R-V- 
Tex is completely waterproof and greaseproof; it 
won't sag, and it offers strong resistance to tear- 
ing and snagging. And its low cost encourages 
“all-round-the-house” storm window installation 
at a minimum of expense. 

DEALERS: TAKE ADVANTAGE 
OF R-V-TEX PROFIT POTENTIAL! 
There's never been a window material 
like R-V-Tex 500X! Recommend and 
sell it for storm window material 
(priced so low you can sell enough 
for every window in the customer's 
house at a reasonable cost); for draft 
screens, barn and outhouse windows, 
poultry-house lighting, indoor pro- 
tective sheeting, vapor and moisture 
barrier, concrete curing and dozens 
of other indoor and outdoor uses. 
Make R-V-Tex 500X the mainstay of 
your window materials business! 


R-V-TEX 600X ALUMINUM-BLACK MATERIAL 


NEW INSULATIVE OUTDOOR PROTECTION! 


R-V-Tex 600X . . . the second half of R-V-Lite’s 
big double header to double sales! Another prod- 
uct reinforced with Fiberglas mesh, here’s a pro- 
tective material designed for outdoor use: water- 
proof, greaseproof, swn-resistant, and many times 
stronger than ordinary polyethylene sheeting. 
Fiberglas mesh keeps tears and snags in check. In 
use, black side attracts heat; aluminum side acts as 
reflective insulation. Will not stretch, will not sag; 
available in rolls, pre-cut sheets, or as pre-cut tar- 
paulins with reinforced grommets. Unlike regular 
polyethylene, 600X is resistant enough and tough 
enough to permit re-use, even after long service. 
R-V-Tex is America’s newest, most effective low- 
cost protective material! 


DEALERS: DOUBLE YOUR PRO- 
TECTIVE MATERIAL MARKET! 


There are both rural and city markets 
for new R-V-Tex 600X! For farm use, 
you can promote and sell it for ma- 
chinery and tractor cover, indoor or 
outdoor ensilage cover, temporary 
waterproof roofing, vapor and mois- 
ture barrier, pond or ditch liner and 
hundreds of other purposes. Town 
markets include tool or materials 
shelter, overhead roofing shelter for 
workmen, shipping and storage wrap. 
You'll find R-V Tex 600X better than 


nN RVEY ne (@)°4°10) °F WE Le), any other protective material! 


Since 1905 R-V-LITE DIVISION 3500 No. Kimball Ave., Chicago 18, Illinois 


R 


“RN -Lite” and “R-V-Tex” are trademarks of Arvey Corporation, Chicago. Copyright 1958, by Arvey Corporation. 
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) ARD-MAN 


POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manufacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 
learn why you should make the jump, too. 
YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 
YOU'LL SELL THESE SUPERIOR 


YARD-MAN FEATURES 


EXCLUSIVE SAFETY BLADE 
CLUTCH 
SILENT YARD-MAN OPERATION 


RUGGED STEEL DECKS OF 13 


NOI Self Propelled — eee ea 
: — Clutch y — ry GAUGE BRIDGE-TYPE DESIGN 
°. 


50 ) 
Safety Clutch | ae = INSTA-CONTROL HANDLE 
1 PRECISION CONSTRUCTION 


HANDLE MOUNTED MULCHER 
PLATE CONTROL “5 
Write Today for 


HAND ADJUSTED HEIGHT Your Free Dealer 
CUTTING CONTROL Booklet 


THIRTEEN TROUBLE-FREE, FEATURE-PACKED MODELS 


” No. 3000, 
No. 1040, 18” Reel wo, 2020, No. 2000, No. 2030 24" Riding Rotary 
No. 1010, No. 1050, 21’’ Reel 18’ Direct Drive 21” Safety Clutch a Self Propelled No. 3010 
18’ Hand Mower = No. 1060, 18” No. 2060, No. 2040, Direct Drive 24’ Riding Rotary 
Deluxe Reel 21" Direct Drive 22" Safety Clutch Electric Starter 
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COMMEN T — 


Don't Complain .. . Campaign 


Millions of citizens vote this month for their favorite candi- 
dates. They decide on many issues that are at stake. Among 
these millions are business men who are becoming increasingly 
aware of the importance of taking an interest in government. 


Every year business is beset with more regulations, red tape and 
confusion that stems from local, state and federal governments. 


It has taken the business man a long time to realize that he 
should take government seriously and use his power of voting 
as well as expressing his opinion with his fellow men. 


You have a lot at stake. Various taxes make your operation 
more difficult each yeay. Regulations impose greater expense and 
time-consuming practices that make business less profitable. 


What can you do about it? 


Perhaps many retail hardware men have already found the 
answer. Today, in the West there are hardware dealers who 
hold offices in local and state governments. There are others who 
are spending time electioneering for candidates who they know 
recognize the problems of independent businessmen. There are 
others who spend time giving talks at local clubs on different 
propositions that are on the ballot. 


These retailers are doing more than complaining. They are 
campaigning. They are making an effort at their local level to 
make government do an equitable job. 

You can in some way do more than just vote and help gov- 
ernment at your local level to become a better government. 


Eventually an improved local government will reflect upon gov- 
ernments at all other levels. This is the way to start .. . get 


active in your own community. 


5 





Boonton Launches 


SALE-PRICED 


GIFT SELLING PACKAGE 


for Christmas 


new program biggest ever 


Boonton goes all out to bring you gift volume. For the 
very first time, Boonton offers patterned dinnerware 
at exceptional sale prices—all famous Boontonware 
quality, the big melamine difference your customers 
know about and demand. These are the three most 
preferred patterns in the industry, consumer-tested in 
a nationwide survey. 


45 pe. Service for 8... .. . « . $90.95 
open stock value $76.05 


A tremendous opportunity for big-ticket profits 


Biggest Advertising Campaign Ever! 


Powerful 4-color advertisements in top mass con- 
sumer magazines, and newspapers sell these outstand- 
ing specials. 

GUARANTEED AGAINST BREAKAGE 


conten Ware: 


finest of all melamine dinnerware 
BOONTON MOLDING CO.,BOONTON, N. J. 


Westfield . Killarney 


Pineland 


SPECIAL ! 4 
16 PC. STARTER SET ““7 


Proven best-selling Boontonware Belle Py 


plus exquisite Gravy Boat 95 
Regular Value $17.90 1 5 
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... to the Editor 
Don't Disturb the Buying Trend 


Dear Sir: 

A long time ago we learned from 
Mr. Sam Worswick who gave sales 
instructions to use the following: 

To greet customers in the time of 
day, viz: “Good Morning” or “Good 
Afternoon.” And if we knew custom- 
ers by last name to use it, viz: “Good 
morning, Mrs. Brown, or Mr. Smith.” 

The above has proven very good 
for us. 

When customers stop to admire an 
item, we approach and make a favor- 
able comment about it and never 
force a sale or we say, “Have you 
found an item that interests you?” 
and then talk about it. 

We feel that when a customer 
comes into a hardware store they 
usually have something definite in 
mind and do not want to disturb their 
train of thought. 

We suggest that you contact Mr. 
Sam Worswick, who may have a copy 
of his sales ideas which will prove a 
worthwhile book. 

We also TALK to the children 
brought in by their parents. 

Yours truly, 
Jim Pearson, Sr. 


Another Substitute Suggested 


Dear Sir: 

We enjoyed your editorial entitled, 
“No, You Can’t Help” in your Sep- 
tember issue. 

Our suggestion for a substitute ap- 
proach has always been “Have you 
found what you are looking for?” 
The customer cannot object to this 
for he is obviously in the store for 
something. A yes answer means a 
sale right away, and a no answer 
sends you on your way to find what 
he wants or sell him something else 
that will do the job. 

Very truly yours, 
Molly Corporation 
R. M. Forsberg, Vice Pres. 


What is your substitute for “Can I 
Help You?” Send your suggestions 
in as soon as possible or send in your 
reasons for retaining the greeting, if 
you like it.—Editor. 








COMING 


JANUARY—Pre Convention and 
Show Issue 


FEBRUARY—‘Welcome Alaskan 
Market” issue. This once-in-a-life- 
time issue will be crammed with ar- 
ticles as interesting as the north 
country fiction. Read what wholesal- 
ers’ salesmen have to do to sell mer- 
chandise to retailers in Alaska. Read 
about Alaskan retailers. Are their 
stores modern or like back-woods es- 
tablishments. Find out in February. 
Extra copies $1.00 each. 
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“Be ready for spring sales... 
stock up now on GyClone Lawn Fence 
and Flower Bed Border.’ 


4 


is 


BS Os i 


‘ME Te. Re 


\ 
a 


Ree) TS COR GEA Ras Eo eS 
+= 


* 


antnmeatin a -ane ee a) 


\ 


\ 


Pe oe ewe aaeeen © eee See 


. 


Yr eee 7 - hoon 


ae 


\ 
be tata 


ee oe 
S Sioa sitesinaieetiind aieeanl 


: 
" 


\ pa Ne 
‘ 
oe Re ee 
y= 
\------ 
a a 


\ ; 


‘ \ 


A Freeman er RAT 


Re og 


y--2---- 


¥ 


' 
| 
> 
’ 
, 
} 

i 
A 


% 


x 
‘ 


~ naw e—-h- 
oe ee te 


em em 


= 


X 


—— 


dn a te he 


2 


yi rts: 


INSECT SCREENING 
Galvanized 

Bronze 

Aluminum 

Fibergias 


HARDWARE CLOTH 
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CYCLONE LAWN FENCE AND 
FLOWER BeEp BorRDER are supe- 
rior in quality and are backed by 
the well-known, widely accepted 
USS label. Because of this they 
sell readily, stand up well in serv- 
ice and encourage repeat busi- 
ness. In the busy Spring season 
just ahead you'll help build your 
own business and give your cus- 
tomers the products they want 
by stocking, displaying and sell- 
ing Cyclone Lawn Fence and 
Flower Bed Border. Check your 
stock now and order from your 
jobber before the Spring rush. 


Cyclone Lawn Fence is avail- 
able in two weights, in both 
welded and woven, in single and 
double loop styles and in heights 
of 36, 42 and 48 inches. As a 
give-away for your customers, 
Cyclone has made available a 
pocket-sized folder with full de- 
tails on good fence erection. Get 
in touch with your distributor for 
your supply of erection folders. 

Cyclone Flower Bed Border is 
made in either welded or woven 
style and, except for height, is 
identical in construction to 
Cyclone Lawn Fence. 


CYCLONE FENCE DEPT., American Steel & Wire Division, United States Steel Corporation 
Waukegan, Illinois « Sales Offices Coast-to-Coast « United States Steel Export Company, New York 


Pacific Coast Headquarters, Oakland, Calif. 


Hardware Products 
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CATCH-ALL BASKETS 


Cyclone Fence Department 


American Steel & Wire 


Division of 
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LAWN FENCE GATES 


United States Steel 
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Santa’s Workshop Christmas Promotion 
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C8815 
7-to-1 Speed Reducer 
"1 3.50 


SINCE 


1868 


priced for volume 


No. C1114 $2295 


This new ¥,” drill is beefed up to a full 2.7 amp. power 
rating and geared down to 2250 RPM for added torque. 
It really packs a wallop! This mighty mite direct drives 
most of the “888” attachments, and some of its own — a 

2.7 AMP. complete power workshop. Has side-handle and 
unique spindle-lock. Packed in attractive shipper- 
display carton. 





c8821 
Hedge Trimmer 
$12.95 


c8820 
Floor Polisher 
$29.95 
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No. C1118 


DELUXE KIT i 


Reg. $44.50 


SPECIAL 
$3995 


5” Rubber Pad 
Rubber Pad Adapter 


5” Lamb’s Wool Bonnet 
V4" Drill 
Jig Saw, 4 blades 
3-piece Drill Set 


HERE’S ANOTHER POWERFUL BARGAIN 


Two 5” Sanding Dises 
Enameled Steel Carrying Case 


| ik C1117 
gee ~=CBASIC KIT 


—— 


Reg. $34.50 


SPECIAL 





Same as Deluxe Kit without Jig Saw 


See your MF man for full details about 
Millers Falls Santa’s Workshop Promotion or 
write Millers Falls Company, Dept. HW-22, 


€626 612” Saw. Professional Greenfield, Massachusetts. 
features. 50% power boost 
over predecessor. Max. cut: 
2-3/16” (90°), 13% (45°). 1 


h.p., 8 amp. Reg. $54.50 M | LLE 7 Ss FALLS 
$7.00 SAVING aRe) oO LS 
Special $47°° for Christmas only 
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Springfield walking power 
mowers with Quick- 
Change height adjustment. 


Springfield rotary tillers 
with Balanced Action. 


Announcing... 

2 great new Sell-Power 
features for 2 great new 
SPRINGFIELD Riders! 


Quality builé by QUICK MFG., Inc. 
3240 East Main St., Springfield, O. 


- THE HOUSE OF POWER 


POWERED: tAWN: AND | | | 
* GARDEN EQUIPMENT | j 
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K-V Closet and Kitchen Fixtures 


K-V 1 

CLOTHING CARRIER 

Virtually doubles closet hanging 
space. Easily installed, a slight pull 
brings a whole wardrobe into easy 
reach. Available in 10” to 48” models. 


PORTABLE LOOP SHOE STAND 

Fits neatly under hanging garments, 
requires little space on closet floor. 
Holds nine pairs of shoes. Size 24” 
wide, 10” high. Easily assembled. 


EXTENSION CLOSET ROD 

The perfect answer for closets too 
shallow for the K-V 1 Clothing Carri- 
er. Non-sagging. Five sizes to fit 
all closets. 


DISAPPEARING TOWEL RACK 

3-bar model mounts on wail or cabi- 
net. Towels and garments slip over 
free end of three chrome bars, slides 
in and out on ball bearing carrier. 
Size: 5” wide; 20” long. Bright 
chrome finish. 


DISAPPEARING CUP RACK 

Protects cups from chipping or crack- 
ing. Holds 12 cups, slides easily in 
and out. Fastens to underside of 
shelf, saves shelf space. Size: 11” 
closed; 18” extended. 


K-V Shelf Standards and Brackets 


K-V 80-180 

OPEN SHELF HARDWARE 

The easy, quick way to add shelves 
to a wall. Slots in K-V 80 standards 
allow l-inch adjustments. Lengths 
from 18” to 144”. Patented friction 
grip on K-V 180 brackets assures 
firm, level hold with perfect align- 
ment. Lengths from 4” to 20”. Satin 
anochrome finish 


K-V 80-180 also available in satin 
brass finish — the modern decorator 
color so much in demand. 


BUILT-IN SHELF HARDWARE 

Standards can be mounted flush or 
on surface. Screw holes every 6” on 
centers. Slots allow 4” adjustments. 
Lengths from 24” to 144”. Supports 
easily adjusted, fit tight into stand- 
ard slots. For shelves in cabinets, 
bookcases, closets, room dividers. 
Nickel plate and bonderized bronze. 


K-V 87-187 

HEAVY-DUTY SHELF HARDWARE 
Extra heavy-duty standards. Easy to 
install. Slots allow 2-inch adjust- 
ment. Lengths from 36” to 144”. 
Brackets of special cold rolled steel. 
Recommended for paint, hardware, 
grocery and hangrod installations. 
Lengths from 8” to 24”. Satin ano- 
chrome finish. 


HARDWARE WORLD 




















K-V 233-239 


DO-IT-YOURSELF 

PACKAGE ASSEMBLIES 
K-V 80-180 and 233-239 
standards and brackets 
come in easy to display 
easy to sell packages. Each 
package contains enough 
component parts for a com 
plete installation. Easy-to 
follow instructions are tilus- 
trated on the paekages 
which come packed 12 toa 
shipping carton 





Now in Our 60th Year 


LIGHTWEIGHT EXTENSION DRAWER SLIDE 
With nylon rollers for noiseless, smooth and 
effortless operation. Guaranteed to keep drawers 
from sagging or sticking. Capacity to 50 Ibs 
K-V 1408 Ball Bearing Full Extension Drawer 
Slide Available in sizes 12” to 38”. (Not illus- 
trated). 


K-V 1600 

SELF-CLOSING EXTENSION DRAWER SLIDE 
Closes automatically when drawer is within six 
inches of closing. Drawer easily removed at full 
extension without removing mounting screws 
Easy to install. Recommended load at least 75 Ibs 


K-V 1700 

EXTRA HEAVY DUTY EXTENSION DRAWER SLIDE 
Glides out to full extension, even under loads of 
more than 100 Ibs. Recommended for heavy duty 
drawers. Frictionless, noiseless, easily installed, 





K-V EzY-FOLD 
FOLDING DOOR 
HARDWARE 
Easy to install. Fits any 
door of any material 
size or weight; simpli 
fies stock problem 
Single track or double 
track models assure 
sag-free, tight fitting 
doors. Comes in a com 
plete packaged as- 
sembly, with all hard 
ware and easy-to-fol 
low instructions. No 
special tools needed 


K-V 858 
OVERHEAD SLIDING 
DOOR HARDWARE 
With this packaged K- 
V sliding door assemb- 
ly, even the most in 
experienced home- 
owner can complete 
home improvements 
quickly, easily and pro- 
fessionally. Smooth op- 
eration, long life are 
guaranteed. No special 
tools or experience re- 
quired. Package con- 
tains all hardware and 
easy-to-follow instruc- 
tions. 


att 
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Merchandise Now In The News 








SUPER DELUXE window fan can be 
used as a fan or a room cooler. It 
features 5500 cfm air circulation with 
% hp motor, five super-power speeds 
in both directions, electric reversible, 
portable, diffusor thermostat, and 
nite-lite.—International Oil Burner 
Company 
For Details Circle 125 on INQUIRY CARD 
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NO-SPAT-O aluminum frying pan 
cover is designed to protect the user 
from the dangers of spattering 
grease. Made of durable aluminum, 
is 11” wide and assures perfect crisp 
frying. Easy to wash, no screens, 
knobs, ete. Louvered slots for es- 
caping steam.—Worthen & Fair 

For Details Circle 126 on INQUIRY CARD 
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DOWNSPOUT DIVERTER slips on 
easily over end of downspout, allows 
free flow through hose connection and 
removes in seconds for easy cleaning. 
Will disperse excess water from sud- 
den downpours through 24 surge 
holes on top without damage to 
property.—The Rain-Vert Co. 
For Details Circle 127 on INQUIRY CARD 


SPOUTLESS COFFEE MAKER 
makes cleaning easier and assures 
consistent taste. In place of the 
spout, coffee maker has guide in lid 
that directs flow into cup in thin 
stream without any drip. Signal light 
glows when coffee is ready.—West- 
inghouse Electric Corporation 

For Details Circle 128 on INQUIRY CARD 








LUNCH PACK for economy minded 
office girls from 16 to 60 comes in 
three colorful plaids with zipper clo- 
sure. Has simulated leather trim and 
is complete with choice of vacuum 
bottles, held upright by strap at- 
tached to side of kit—The American 
Thermos Products Company 
For Details Circle 129 on INQUIRY CARD 
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ELECTRICAL CORD HOLDER has 
hundreds of uses in homes, offices, 
stores, etc. Cord-Mount applies to 
any clean, dry, hard surface by press- 
ing in place. Applies along base- 
boards, around windowframes, under 
and on back of furniture, counters 
and shelves.—Wilson-Saylor-Ware 

For Details Circle 130 on INQUIRY CARD 
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For additional information on 
any item shown on these 








pages, please circle number 








on the Reader Service Card, 
facing Page 50 in this issue 


DRAGON-SKIN FLEXIBLE steel 
sandpaper is now available in full 
sheets 9”x1l” and one-third sheets 
3 2/3”x9” for use with oscillating 
sanders. Full-sized sheets can be cut 
with scissors and wrapped around 
wooden dowels for use.—Red Devil 
Tools 
For Details Circle 131 on INQUIRY CARD 


DO-IT-YOURSELF CEMENT MIX- 
ER is a complete unit including the 
motor and is small enough for easy 
portability. One man can mix 8 cu. 
ft. of concrete every hour. Batch 
mixes in just two minutes, is easy 
to clean, operates anywhere, takes up 
two square feet.—KOL, Inc. 
For Details Circle 132 on INQUIRY CARD 
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AUTOMATIC COFFEE MAKER is 
complete with heavy-duty thermostat 
which operates only once during cof- 
fee brewing cycle, guarding against 
boiling. Coffee is kept hot indefinite- 
ly, for serving at proper temperature. 
Capacity is 60 ounces.—Metal Ware 
Corporation 
For Details Circle 133 on INQUIRY CARD 








LIQUID VENETIAN BLIND 
CLEANER cuts cleaning time and 
gives blinds dirt resistant finish. Dis- 
solves grease and dirt, yet is easy on 
homemaker’s hands and will not in- 
jure delicate surface of wood, metal 
or plastic blinds.—Blind-Brite Co. 
For Details Circle 134 on INQUIRY CARD 


HAND HACKSAW BLADES are 
made in high speed steel and stand- 
ard steel. Hard edge flexible back 
band saw blades feature Nicholson 
Magicut; and hook tooth and skip 
tooth.—Nicholson File Company 

For Details Circle 135 on INQUIRY CARD 


WASHABLE PLAY PEN telescopes 
and folds to 4!” flat. Strong white 
nylon netting serves as buffer to 
cushion fall. Smooth steel runners 
make it easy to move about.—Ham- 
ilton Manufacturing Company 

For Details Circle 136 on INQUIRY CARD 


MUSICAL DECANTER has a pre- 
cision made music-box movement. 
Features polished brass frame, neck 
and base, and gold crackle fired into 


glass body. Chromed pouring spout 
has plastic liner.—The Fred Roberts 
Co. 

For Details Circle 137 on INQUIRY CARD 














ORIENTAL-CONTEMPORARY MO- 
TIF lock escutcheon named the Shou 
is a symbol of good luck. Because 
it is an open back it allows use of 
a variety of colors to match trim 
decor.—Schlage Lock Company 

For Details Circle 138 on INQUIRY CARD 


VINYL GARDEN HOSE 


A 5/8-inch model has been added to 
the line of Resinite vinyl garden 
hoses and sprinklers. Two hose model 
changes are “Flex-Tred” and “Garden 
Pride.’”—Borden Chemical Company 

For Details Circle 139 on INQUIRY CARD 
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VERMICULITE SOIL-CONDITION- 
ER is sufficient to condition 300 
square feet of garden or lawn area. 
Can also be used to start seeds, root 
cuttings, for bulb storage and mulch- 
ing.—Zonolite Company 

For Details Circle 140 on INQUIRY CARD 


PLASTIC SHEET FLOORING 

The Tessera series of plastic sheet 
flooring is made in heavy gauge, in 
sheet form six feet wide and is avail- 
able in seven tone-on colorings. 
Armstrong Cork Company 

For Details Circle 141 on INQUIRY CARD 





Sales of Fuller Tool Compu 
Inc., for the first 


of 1958 are over the same 
period in 1957. 


Why? Because aggressive mer- 
chandising and sensible RETAIL 
prices put hand tool users in a 
buying mood. If you are one of 
th FULLER MUTUAL COOPER- 
TION FRANCHISE JOBBERS, your 
ales of Fuller Tools are ahead 
f 1957. If you are not a FULLER 
UTUAL COOPERATION FRANCHISE 


a i missing out. 
2 











iz AGAIN 


FULLER PROVES THAT 

DYNAMIC MERCHANDISING 

AND EXCEPTIONAL VALUES 

SELL MORE HAND TOOLS 
CMNE 







emember, aggressive merchan- 
dising is resulting in more tool 
sales. FULLER merchandising 
and good values will work for 
your Company. 


If you are interested in the 
FULLER MUTUAL COOPERATION 
FRANCHISE, drop us a line and 
we will have one of our factory 
men visit with you and give you 
the complete story. Fuller Tool 
Company, Inc., 3522 Webster 
Avenue, New York 67. 








For Details Circle 11 on INQUIRY CARD 
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NEW PRODUCTS 





GALVANIZED GUTTER GUARD 
can be cut to desired length. It bends 
to desired shape and is easily held 
in place with shingle nail under the 
first course of shingles.—G. F. Wright 
Steel & Wire Company 

For Details Circle 142 on INQUIRY CARD 





RANGE TOP ROTISSERIE is de- 
signed for use over only one burner 
on top of any gas range. Cooks in 
the open by convection heat that 
roasts meat without extracting the 
savory juices.—Party-Q Corporation 
For Details Circle 143 on INQUIRY CARD 








“TAPES N’ TRAY” gift set consists 
of 50 ft. long white tape and 12 foot 
pocket tape packaged in heavy glass, 
combination ash tray-cigarette box 
which is given free to the customer. 
—Evans Rule Co. 

For Details Circle 144 on INQUIRY CARD 


WESTERN WHOLESALERS DI- 
RECTORY, 1958 edition now being 
offered for the first time at the spe- 
cial price of $1. 

For Details Circle 300 on INQUIRY CARD 
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there’s a 
bright tomorrow for 
Melnor dealers because... 








Melnor makes everything under the sun for the sarden market! 
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and-Gold consumer-tested t n the a | 
sprinklers to round out a complete Melnor line. @ 

sales. MAn even bigger | il adver pros k T\ il magazine 
and newspapers. @Not just 2 or 3 t 4 SPECIAL PROMOTIONS FOR EXTRA PROFIT! 


(see them by turning page). 





Buy. ese 
Ce. Ce @ ‘ a No. 8000 Assortment of Oscillating 
' Sprinklers with Free Bonus of Three 
a 2 i," a) 


Revolving Sprinklers! 


SHIPPED IN ASSORTED COLORS 
#525 SWINGIN’ SPRAYS @ 6.50 each 
4 550 SWINGIN’ SPRAYS @ 7.95 each 
\N ‘ 700 SWINGIN’ SPRAYS @ 9.95 each 
4 
2 ” ~~ 1000 SWINGIN’ SPRAYS @ 12.95 each 
é ~~ ‘“ SHIPPED IN ASSORTED COLORS 


@-T-) id el-)-1- 0 oa-1-) FREE BONUS 
a i 800 REVOLVING SPRINKLER @ 1.95 each. 1.95 
\ 850 REVOLVING SPRINKLER @ 2.95 each 2.95 
900 REVOLVING SPRINKLER @ 4.95 each 4.95 
TOTAL RETAIL VALUE: 84.55* - DEALER COST: 44.82* 
DEALER PROFIT 39.73 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


Two “Early Bird” Sprinkler Specials with 


47% DEALER PROFIT! 


No. 8500 Assortment of Revolving 
Sprinklers with Free Bonus of Two 
Hose Nozzles! 


(2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 
(2) #850 REVOLVING SPRINKLERS @ 2.95 ea. 5.90 Get these : 
(1) #900 REVOLVING SPRINKLER @ 4.95 ea. 4.95 free! 


FREE BONUS 
2 pcs. 500 S HOSE NOZZLE @ 1.00 each 2.00 
TOTAL RETAIL VALUE: 16.75* - DEALER COST: 8.85* 


DEALER PROFIT 7.90 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


SEE’N SELL ACCESSORIES! 


Melnor’s See 'n Sell accessory line in fast-moving, 
self-selling skin-pack display cards. Take your 
pick of two packages: 

No. 158S—92 individual pieces, including 20 different 
items, with FREE Wire Display Rack. 


TOTAL RETAIL VALUE: 61.92* 
DEALER COST: 39.21* 
DEALER PROFIT: 22.71 
No. 159 R—Refill Skin-Pack Assortment . 92 individual 
pieces, including 20 different items, with 4 FREE 
Brass Hose Nozzles. 
TOTAL RETAIL VALUE: 61.92* 
DEALER COST: 36.68* 


DEALER PROFIT: 25.24 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


MELNOR INDUSTRIES, INC., 300 be witt ave., Brooklyn 36, N. ¥. 


Printed in U.S.A. * Prices slightly higher in Canada 
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@ IDENTIFIES EACH TOOL 
CLEARLY 


® SHOWS STOCK NUMBERS 


® GENEROUS AREA FOR 
PRICING 
® SAVES TIME WHEN 
RE-STOCKING 





COMPLETE 
GARDEN TOOL 
DEPARTMENT 


Self-Serve Ames Merchandiser with 60 matched 


“Chrome Line” tools Catalog #AS60. Oo. AMES CO. 


Profit on your first turn $61.44. Parkersburg, W. Va. 
See your Ames distributor for details. 


Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
For Details Circle 13 on INQUIRY CARD 
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profits 


are EZ to C« 


with SOUTHERN 
FASTENERS 


The line to stock in fasteners is Southern—the 
screws and bolts with all the requirements for 
fast turn-over: 
@ Dealer Profit 
Constant High Quality 


Aa ff fh fh A i A wn bd #h 
we Rh OUn”mhlUMUNUOlUCM DTCC CUDLS 


Fool-proof Packaging 


Unexcelled Service 
Broad Range of Finishes, Sizes 


@ 
% 
@ Consumer Popularity 
e 
6 


If you, like your customers, appreciate the value 
extras built into U. S. A.-made Southern 
Fasteners, you'll sell the entire Southern line in 
today’s quality-conscious market. 


. Write for our new Package Stock Guide, 
Address: Southern Screw Company, P. O. Box 
1360, Statesville, North Carolina. 


TAPPING SCREWS WOOD SCREWS STOVE BOLTS 
MACHINE SCREWS & NUTS WOOD DRIVE SCREWS 


CARRIAGE BOLTS 
WAREHOUSES: 
NEW YORK CHICAGO DALLAS LOS ANGELES 
SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


SCREW COMPANY 


ey STATESVILLE ad NORTH CAROLINA 
: y 
For Details Circle 15 on INQUIRY CARD 
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of a new era in 
file merchandising Guaranteed 


Here is an advance glimpse for you of a 
new conception in file merchandising— 
popular files in various shapes and sizes, 
“skin packed” and mounted on attractive 
display cards, and fitted with the first new 
development in file handles since files 


were first made. 


This new development is “just around 
the corner.” As soon as small refinement: 
which might be indicated by market tests 
now being conducted in key areas are 
completed, you will be offered these files 
by your wholesaler, Indeed, the project é Precision 
is so near completion that we can safely iis tei 


say the merchandise will be ready some- 4 
‘ Finest 


Quality 
Meanwhile, if you see some of these fecal 


time early next year. 


displays in hardware retail stores, you 


will know they are there now for market USES ses: 


testing only—to assure you that the final i 
0 Sharpen: 
“package” and prices will be smash hits Circular Saws USES 
in sales and profits. i To fn: 
F <itchen Knives ; — 
z Circular Saws 
Pocket Knives * , 
Kitchen Knives 
Garden Hoes 
Pocket Knives 


Axes 
Gard 
Grass Shears oo 
Ares 


Nood Finishing Grass Shears 
Crosscut Saws Wood Finishing 


ico Picks Crosscut Saws 


> NICHOLSON FILE CO. 
+ Providence, R. |. 


NICHOLSON and BLACK 
DIAMOND FILES 


A file for every purpose 


For Details Circle 14 on INQUIRY CARD 
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Now... 
Gene Sarazen 


helps you sell 


THE SPECTACULAR NEW 


_Allenco 


} SPRINKLER 
LINE! 


Gene Sarazen, 
World Famous Golf Professional 


Here’s the first big idea in sprinkler selling in years! Golfdom’s 
great Gene Sarazen now tells your customers how they can have 
“golf green” lawns .. . just by using handsome, completely rede- 
signed Allenco sprinklers. An expert on greens, Gene’s ready to 
prove Allenco sprinklers are the choice of pro greenskeepers! And 
he’ll be shouting the story via national ads, newspapers, window 
and counter displays and promotional materials galore! Be ready 
to tee off on this money-making sprinkler-selling program! Get all 
details on the bright new idea that has giveaways for you and your 
customers. . . plus increased in-store traffic and faster turnover! 


Write for the Exciting Details Today! 
W. D. ALLEN Manufacturing Co. 


650 South 25th Avenue « Beliwood, Illinois 
For Details Circle 16 on INQUIRY CARD 
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WASHINGTON 


—By N. R. REGEIMBAL 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


New Profit Squeeze Facing Western Hardware 
Dealers If Inflation Follows Business Upturn 


Businessmen in the West are being warned by government econo- 
mists that they may have to battle the price-profit squeeze of a new 
round of inflation as the economic recovery speeds up. 


One result is expected to be 
a gradual tightening of credit 
for both businessmen and con- 
sumers. Federal Reserve officials 
on the West Coast are described 
by S. Clark Beise, President of 
the Bank of America, San Fran- 
cisco, as being “allergic to infla- 
tion.” 

The West Coast Federal Re- 
serve bank earlier had led off an 
increase in member bank re- 
serves which subsequently was 
followed across the country. 

Government economists are 
fearful that while costs held 
stable in the late summer, a new 
round of higher prices for appli- 
ances and other goods would 
follow wage increases granted 
in basic industries, particularly 
steel and autos. 

In addition, consumer demand 
is strengthening. Consumers in 
August halted a six-month de- 
cline in their debts and increased 
the amount of installment credit 
outstanding by some $30 mil- 
lion. 

The government budget out- 
look is one of the strongest in- 
flationary pressures. At the 
latest count, the government is 
expected to spend close to $80 
billion in the fiscal year ending 
next June 30. 

But revenues, because of the 
recession this year, will total 
less than $68 billion, leaving a 
deficit of more than $12 billion. 
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Revenues may improve a little, 
but the continuing international 
crises caused by the Commu- 
nists will probably tend to push 
defense spending up. 


RAIL RATE HIKE by the 
Interstate Commerce Commis- 
sion will raise costs . .. The 
Commission recently put the 
final stamp of approval on the 
higher rates tentatively ap- 
proved and in effect since last 
February ... Charges for rail- 
road service, however, were per- 
mitted to rise even higher than 
permitted in February . .. Most 
of the higher rates are on water- 
borne traffic and loading and 
unloading at eastern ports. 


PRICING CRACKDOWN is 
underway by the Federal Trade 
Commission .. . New rules spell 
out what forms of false price 
comparisons are illegal . . . In- 
cluded are use of comparative 
prices where the higher price is 
more than customarily used in 
a trading area; preticketing at 
any level at a price higher than 
the retailer will sell the product 
or higher than the current regu- 
lar retail price in a trading area; 
use of fictitiously high prices in 
‘atalogues, price lists, or ad- 
vertisement, or misleading rep- 
resentations as to the “bargain” 
nature of any price Some 
retailers protest that the rules 


outlaw use of “usually” or “reg- 
ularly” which are often honestly 
used by merchants. 


SHOPLIFTING LAW will be 
introduced in Congress next 
year ... Proposal would toughen 
up merchant’s tools to stop ex- 
pensive losses from thefts 
Measure would apply specifically 
to Washington, D. C., but should 
be a model law for adoption by 
the states, sponsors say... . It 
would permit a merchant, em- 
ployee, or law officer to use 
“reasonable force” to detain for 
questioning in a store a sus- 
pected shoplifter (this would 
not be an arrest) . . . It would 
also permit an officer to arrest 
without a warrant a suspected 
thief without subjecting a.mer- 
chant to charges of false arrest. 


PARKING PROJECTS will be 
a little cheaper for merchants 
Internal Revenue Service 
officials have reversed an earlier 
position and will now permit 
businessmen to deduct from 
taxes the special assessments 
levied by cities to pay for off- 
street parking facilities . . . The 
only restriction is the project 
must be close and otherwise be 
a “reasonable business invest- 
ment.” 


POSTAGE PENALTY won't 
be put into effect until next Feb. 
1... Post Office Department for 
the second time has delayed im- 
posing new 5-cent penalty on 
mail bearing insufficient post- 
age ... This will avoid confusion 
during Christmas rush and give 
more time to learn rates. 
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LIN-BROOK HARDWARE 
ANAHEIM, CALIFORNIA 


LD man Barnum would have 

been proud of the way the 
people “packed the house” in 
Anaheim, California, during 
a four-day run of a “Do-It-Your- 
self Home Show” if he had pro- 
moted it. But Barnum had noth- 
ing to do with this successful 
event. 

Two partners, Jerry Marks 
and Al Fishman, who have op- 
erated Lin-Brook Hardware for 
only three years, sponsored this 
record-breaker next door to their 
large store on their black-top 
parking area. 

They hired a_ professional 
show manager to supervise the 
entire operation of the show. A 
large circus tent was used to 
house about 50 booths which 
were manned by manufacturers 
representatives from Southern 
California. They were kept busy 
for four days and four evenings 
with a total of some 65,000 per- 
sons, including men, women and 
children. 

Some booths had demonstra- 
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65,000 Persons Jam Circus Tent Next to 


Southern California Hardware Store to 


See 50 Merchandise Booths and Circus Acts 


tions going on most of the time 
while in others the representa- 
tives gave sales pitches regard- 
ing the merchandise shown. No 
articles were sold at the show. 
It was necessary for those in- 
terested in securing any of the 
exhibited goods to go to the 
hardware store next door and 
buy them. A few booths offered 
free coffee and snacks to the 
crowd. 


The Family was Entertained 


Every hour on the hours the 
Weber Circus presented a pro- 
fessional circus act or acts such 
as aerialists, trampoline per- 
formers, cyclists, acrobats, etc. 
A clown worked all over the 
grounds entertaining the chil- 
dren. Every hour he would lead 
them to the far end of the tent 
for the show. The show not only 
entertained the children but 
their parents as well. 

The kiddies had a field day. 
Besides the hourly shows, there 
were several free rides. These 


devices, such as merry-go- 
rounds and airplane rides, were 
mounted on low-bed trailers and 
parked in front of the main en- 
trance. A constant line of adults 
and children were moving up to 
the stand where free popcorn 
and pop were given out. Occa- 
sionally an aerialist would per- 
form in front of the tent high up 
on a special rigging. Motorist 
from afar would see the act and 
drive down to Lin-Brooks to see 
what was happening, and then 
join the throng. 


. and the Store was Packed 


And things were happening at 
Lin-Brooks store as well as in 
the tent. The store aisles were 
packed with customers and the 
four check-out stands usually 
had eight to 10 persons waiting 
to pay for their selection of mer- 
chandise. Although not all per- 
sons attending the show pur- 
chased merchandise at the store, 
the partners said they would be 
satisfied and well paid if only a 
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THOUSANDS OF PROSPECTS, with their cars parked 
everywhere, attended Lin-Brook Hardware’s “Do-It-Your- 
self Home Show” during its four-day run. One of the 
most successful promotions sponsored by an independent 


portion of the total crowd be- 
came regular customers. 

This was indeed an ambitious 
undertaking for two men who 
started a hardware store from 
“seratch” only three years pre- 
viously. In fact they hadn’t in- 
tended to have a retail hardware 
store at all. 

Al and Jerry, as they are ad- 
vertised to the trading area, quit 
their longtime hardware jobs in 
another part of the Los Angeles 
area to start a builders hard- 
ware firm to capitalize on the ex- 
tensive home building in the 
Anaheim area. Jerry had man- 
aged the contract hardware de- 
partment in his former job 
while Al had been the advertis- 
ing manager. With this experi- 
ence they started an aggressive 
campaign to get a good share of 
the builders hardware business. 
They found no need to have their 
store located in a traffic area so 
they selected a low-cost area 
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away from most business enter- 
prises in Anaheim. 

They added builders materials 
and a few allied products. De- 
spite their desire to specialize 
with contractors, they were soon 
selling to home owners who 
found it a convenient place to 
shop. More consumer merchan- 
dise was added and within a few 
months they could see that it was 
more profitable to cater to the 
home-owners than contractors 
whose building efforts were be- 
ing slowed down by tight money. 

And that is how they got into 
the retail hardware business. 
Once in it they decided to become 
aggressive merchants and do the 
best job they knew how to bring 
customers to their premises and 
keep them coming. Jerry does 
the buying and general super- 
vising of the staff while Al, an 
artist and experienced advertis- 
ing copy writer, prepares adver- 
tising campaigns that bring the 


hardware dealer, the show was held in an old-fashioned 
circus tent at upper left. Store is in foreground with por- 
tion of new warehouse showing at right. Open display area 
for builders supplies is behind store, next to warehouse. 


crowds to the store to take away 
almost all Al can buy. 


Big Growth in Three Years 


In three years their small op- 
eration has grown into a 10,000 
square-foot retail store. In addi- 
tion they have recently com- 
pleted a 10,000 square-foot 
warehouse for stocking some 
merchandise bought in large 
quantities and heavy type hard- 
ware which is taken from the 
warehouse and put it the cus- 
tomer’s car or pick-up. Next to 
the warehouse is a 12,500 square- 
foot area surrounded by a fence 
where builders materials and 
products such as barbecue fuel 
are stored. 

The partners decided at the 
outset to have a _ promotional 
type hardware store. Jerry 
found the bargains and Al ad- 
vertised them. Most of the ad- 
vertising went into daily news- 
papers in the surrounding trad- 
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AERIALIST PERFORMED outside occasionally 
ing motorists as well as those on the grounds. 


ote ym 


UNICYCLIST draws crowd to show area inside tent at end opposite the main 
entrance. Shows were presented every hour. 


i 


Me 


CARNIVAL RIDES for the kiddies were free and therefore constantly busy. 
Music helped to give circus atmosphere. 
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ing area augmented with radio 
commercials on special events. 
In June of this year the firm 
tried a mailing piece which was 
16-page brochure, 814 x 11 page 
size. The results were fantastic 
even though the circulation was 
limited to a small part of the 
trading area. Plans are now 
underway to make up several of 
these each year and mail them 
out to most of the residents of 
their large trading area. They 
will continue to use newspaper 
ads each week. These are usual- 
ly double-page spreads. 

It is to be expected that the 
competition in the trading area 
has little love for the Lin-Brook 
operation. But in defense of 
their methods of doing business, 
they are probably forcing other 
hardware stores to become more 
aggressive in their selling which 
in the long run will turn the at- 
tention of consumers to the inde- 
pendent hardware field in gen- 
eral rather than to discount 
houses and large chain opera- 
tions which heretofore have 
played havoc with the indepen- 
dent retail hardware merchants. 

In fact, it is the greup of dis- 
count houses and chain stores 
that feel Lin-Brook’s competi- 
tion. How an independent firm 
‘an meet them at their own level 
is rather easy as Al and Jerry 
see it. For one thing there is no 
red tape attached to their opera- 
tion and decisions for special 
programs can be made and exe- 
cuted with greater speed than 
their larger competition. They 
have also personalized their ap- 
proach to their many customers, 
something large chains and dis- 
count houses find improbable. 
They have caricatures made of 
their faces which appear in all 
advertising as can be seen in the 
ad at the head of this article. 
Their names, “Al and Jerry,” 
appear by the caricatures. 
They also spend much time on 
the sales floor getting acquainted 
with their customers. 

They were very much in evi- 
dence during the four “Circus 
Days” making new friends 
among the 65,000 persons, which 
was a crowd that even Disney- 
land, a neighbor a few miles to 
the south, would consider worth- 
while.—M. A. 
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OPEN DISPLAY AREA for builders materials is located INSIDE TENT entire families look at new merchandise 
directly across from the large circus tent. and watch demonstrations at many of the booths. 


DEMONSTRATION of power tool always drew attention COFFEE BOOTH was one of busiest in show and produced 
of women and children as well as men. coffee maker prospects. 


WCUCK enue, 


SERN 


SHOW CROWDS went next door to store and packed CHECK-OUT COUNTERS, four of them, were constantly 
aisles selecting many items shown at show. busy all during the four-day show. 
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Reputation In Gift Ware 


Hardware dealer uses depart- 
ment store-like display fixtures to 
highlight gift items to advantage 


McNamara Hardware 
Merced, Calif. 


HE size and volume of a hard- 

ware store need not be limited 
by the size and population of the 
city in which it is located, be- 
lieves J. J. McNamara of 
Merced, Calif. Operating in a 
small city of 20,000 population, 
McNamara in 35 years’ time has 
built a hardware business whose 
gross sales now average $350,- 
000 per year. With an employee 
staff of 14, McNamara’s is, 
clearly, a considerably larger op- 
eration than is usually found in 
a city the size of Merced. 

The answer, the owner points 
out, is found in the store’s abil- 
ity to draw customers from a 
large surrounding area. He es- 
timates that McNamara’s has 
built up its own trading area ex- 
tending as far as 50 miles out- 
side the city. 

Both McNamara and his son 
Tom, who operate the business, 
attribute their store’s excep- 
tional drawing capacity to the 
fact that they have made a spe- 
cialty of each of their principal 
departments. They also credit 
their policy of carrying only top 
quality merchandise so that 
McNamara’s has acquired the 
reputation of being the “store 
of quality” in hardware and re- 
lated lines. 

In gift ware and housewares 
in particular, the owners have 
built up a large following of cus- 


28 


tomers by specialization. The 
senior McNamara put in his first 
lines of gift ware about 30 years 
ago, and has since built up the 
department to the point that it 
now averages sales of $90,000 
per year. 

“Our policy in this depart- 
ment is to carry nothing but the 
best regardless of price,” says 
McNamara. “We carry an in- 
ventory regularly of about $40,- 
000, which permits us to main- 
tain an exceptionally wide as- 
sortment of this finer gift ware 
merchandise. The result has 
been to attract people from 
many miles away.” 

In these items the store takes 
the usual 50 per cent gross profit 
margin for gift ware, but after 
deductions for freight, the aver- 
age margin in this department 
is 45 per cent. The store carries 
many of the best franchise lines, 
in which it buys direct from the 
manufacturer. 

Sales here fluctuate season- 
ally, of course, with sales during 
the Christmas shopping season 
accounting for 60 per cent of 
the department’s total. During 
that time, the store employs 
eight sales people, compared to 
three full-time employees 
throughout the year. 

Because of the high value mer- 
chandise carried, the average 
sale here runs $8 to $10. It is 


PLACE SETTINGS display arrange- 
ment as seen from a close-up is char- 
acteristic of McNamara’s attention 
to detail and good taste in merchan- 
dising glass and gift ware. 


not too unusual for a sale to go 
over $100. 

Service has been as responsi- 
ble as has inventory for the de- 
partment’s success, the owner 
says. The store gives credit and 
delivery service. Deliveries are 
made once to twice a day 
throughout the year and all day 
during the Christmas season. 

The store also gift wraps 
every item sold, doing a deluxe 
job that averages a cost of 25 
cents per package. Customers 
have so little time nowadays, the 
owner explains, that they very 
much appreciate having the 
store do a job of wrapping that 
they are not ashamed to present 
to the recipient. 

For brides, the store maintains 
a bride’s register. Accordingly, 
a customer buying for a particu- 
lar wedding can determine just 
what items the bride still needs. 
Returns are likewise reduced to 
a minimum by this service. 

The department manager is 
Mrs. Genevieve Joerg, buyer for 
nearly 30 years. She attends gift 
shows twice yearly to select her 
assortment. 

Immediately adjoining the 
gift section are displayed house- 
wares. The same policy prevails 
here, the store carrying only top 
quality merchandise. 

The store spends $3000 a year 
advertising its gift ware in both 
newspaper and radio. 
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GLASS AND GIFT WARE DEPART- 


MENT which is situated on the right 
hand side as you enter the store, im- 
parts an air of quality and charm. 
Customers like to brouse throughout 
the department and more often than 
not are certain to discover items which 
they buy. 
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DISCUSSING GIFT MERCHANDISE 
are J. J. McNamara, owner, and de- 
partment buyer, Mrs. Genevieve 
Joerg. Advance planning and know- 
ing what customers are looking for 
in gifts are the ingredients of the 
store’s success. 


OVERALL VIEW OF glass and gift 
ware department shows the arrange- 
ment of merchandise in a neat and 
orderly fashion with ample aisle space 
for customers to move about. 














EXTERIOR VIEW OF VILLAGE HARDWARE shows 
a wide display of hand and power lawn mowers, lawn 
sweepers, wheelbarrows, and hand garden tools in front 


ing success. 


Creating Selling Techniques to... 


of the store to attract traffic. By applying a combination 
of selling tchniques, the management has enjoyed grow- 


Teach Customers Shopping Habits 


UCCESS in hardware retail- 
ing is largely a matter of 

association and shopping habits, 
believes George Haughton of 
Village Hardware, Oxnard, 
Calif. If you can get customers 
in your area to associate your 
store with hardware, he believes, 
they will speedily form the habit 
of buying from you whenever 
they have a hardware item to 
purchase. 

Haughton has applied a com- 
bination of selling techniques 
specifically to achieve this end 
result. Especially successful 
have been his unusual methods 
of radio advertising, plus certain 
methods of in-store merchandis- 
ing and selling. 

His methods have clearly ob- 
tained the desired results. When 
he began operation five years 
ago in a city of 32,000 popula- 
tion, the store grossed $21,000 
during the first year. In 1957, 
sales passed the $100,000 mark 
and the store was operating with 
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Village Hardware, Oxnard, Calif. 


a staff of three employees plus 
the owner. The store is located 
in a small highway shopping 
center about one mile outside 
Oxnard’s main business district. 
The store recently expanded fol- 
lowing acquisition of the space 
next door, so that it now has 
about 60 x 100 feet of floor 
space. 

George Haughton is co-owner 
and manager of the company. 
His investing partner is Robert 
Dontley. 

Haughton experimented rath- 
er extensively with several ad- 
vertising media before he found 
the one which was best suited to 
his area and his needs. Begin- 
ning three years ago, he began 
to advertise over the local radio 
station. Deciding that he would 
test it thoroughly before finally 
determining its value, the owner 
continued the program for six 
months before it began to get 
the desired results. Since then, 
it has been a factor of the utmost 


importance in building sales up 
to and past the $100,000 mark. 

“Our advertising program 
calls for five radio commercials 
every day of the year,” explains 
Mr. Haughton. “Each commer- 
cial runs 30 to 35 seconds, and 
under contract costs us $150 a 
month. Some of the commercials 
are written by the station, 
others by us. 

“The result of a saturation 
program such as this has been 
to firmly identify our store in 
the minds of many people in Ox- 
nard with hardware. What’s 
more, we know the program gets 
results. 

“One way we know this is by 
the response we get to our ad- 
vertised specials. We do a good 
deal of institutional radio adver- 
tising as well, but there have 
been times when we wanted to 
know positively just how effec- 
tive our program was and how 
many people were listening. 
Whenever we have tested by ad- 
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WELL-STOCKED paint department makes buying easy at Village Hardware. 
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vertising some special item on 
a commercial, the result has 
been the same—a sharp increase 
in sales of that item to custom- 
ers who have come into the store 
specifically to get it.” 

A very decided advantage of 
such a program is its responsive- 
ness, points out the owner. 
Whenever he has an item or 
items that he wants to promote 
quickly, all he has to do is pick 
up the phone and call the station 
to have the commercial on the 
air within a few minutes. 

While the radio advertising 
forms the habit of shopping at 
Village Hardware for many Ox- 
nard residents, Haughton wants 
to make sure that that desirable 
habit becomes firmly entrenched 
with his customers. One of the 
most important factors here, he 
believes, is to find out what a 
customer is going to use a par- 
ticular item for. For this reason, 
he has set up his store and his 
entire sales approach, to encour- 
age a leisurely shopping routine. 
This he encourages in several 
ways. 

For one thing, the store is 
laid out so that literally the en- 
tire stock is open to inspection 
by customers. With the excep- 
tion of one corner that is used 
for receiving and marking of 
merchandise, the entire store 
right to the back wall is used 
for display. Being located only 
60 miles from suppliers in Los 
Angeles, the store can get fast 
shipment. They can accordingly 
buy in small quantities and let 
the supplier do their warehous- 
ing for them. The self-service 
arrangement of the store en- 
courages customers to take their 
time. 

A clean store is equally impor- 
tant, the manager believes. He 
and his employees keep the en- 
tire sales area clean by constant 
attention to housekeeping details 
including sweeping the floor as 
often as it is needed. They also 
keep the rest room at the rear of 
the store in spotless condition 
so that they can let the custom- 
ers use it at any time without 
apology. This, too, encourages 
foot traffic through the store and 
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lets customers feel at home in it. 

High fidelity music likewise 
encourages customers to relax 
and take their time in complet- 
ing their shopping visit. Equip- 
ment for this was installed at a 
cost of $150 for a good FM radio 
broadcasting system. Employees 
also enjoy the kind of music 
broadcast by a nearby FM sta- 
tion. 

All these factors encourage 
the customer to take his time 
and give the store’s sales people 
the opportunity to sell him ex- 
actly what he needs. This can be 
critical in many hardware lines, 
Haughton points out. 

“Our paint department lo- 
cated near the rear of the store 
is our biggest dollar volume de- 
partment,” he says. “We keep a 
stock of about $4500 worth of 
paint which we turn approxi- 
mately six times a year. 

“We are able to do this be- 
cause we find out exactly what a 
customer is going to use a par- 
ticular purchase for. For in- 
stance, if a customer tells us 
that he is going to paint his liv- 
ing room, it is essential that we 
know whether he is going to ap- 
ply it over old paint or to a new 
surface. If the former, we must 
know if the old paint was rubber 
based or oil. The customer often 
does not realize the importance 
of this information and will not 
necessarily volunteer it. No mat- 
ter how good the paint we sell 
him, if it is the wrong kind for 
the job, the result will be at the 
best disappeinting.” 

The paint department has like- 
wise been set up for convenience 
and display of a wide variety of 
merchandise in a limited store 
area. Several special fixtures 
were built here, including one to 
hold a full assortment of mixing 
colors. In addition, the depart- 
ment was set up so mixing can 
be done right in front of the cus- 
tomer with no muss whatever. A 
sheet of stainless steel was in- 
stalled for the counter top and 
the paint mixer mounted in this 
corner. Employees can mix paint 
and clean the counter afterward 
without getting paint spots on 
their clothes or even soiling their 
hands. 
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MIXING PAINT FOR CUSTOMER is an easy operation for employees. 


RECENTLY ACQUIRED is left half side of store featuring housewares. 
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Complete Service Department Helps . . . 


MEET AND BEAT COMPETITION 


HEN a long-established 

neighborhood hardware deal- 
er finds that intense competition 
has moved into his area, there 
are two choices which he can 
make to keep his customers com- 
ing, according to Clarence 
Shearer, of Shearer Hardware 
Company, in Colorado Springs, 
Colo. 

“We can cut prices of course,” 
Shearer said. “Or we can beat 
price competition by offering our 
customers additional good-will 
building services and conve- 
niences which the competition 
does not. We have never looked 
kindly upon chopping prices be- 
low the worthwhile profit mark 
and, consequently, we chose the 
latter course.” 

Located on the east side of the 
Colorado resort city, Shearer 
Hardware Company has been in 
the same location for more than 
11 years. The store is a typical 
well-balanced retail hardware 
store of an inventory of $75,000 
and until a little more than a 
year ago had very little competi- 
tion in the area. During a rapid 
expansion of all retail business 
in Colorado Springs since the 
construction of the giant U. S. 
Air Force academy began, a half 
dozen competitive stores made 
their appearance in the imme- 
diate vicinity, including automo- 
tive chain stores which carry 
large hardware departments, a 
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Shearer Hardware 
Colorado Springs, Colo. 


new building materials firm, a 
hardware chain store, and new 
super markets which maintain 
fairly complete hardware de- 
partments. 

Competition definitely hurt, 
Shearer admits, so much that he 
knew that it was time to “do 
something.” “We had to give 
our customers more reasons to 
seek us out for their hardware, 
housewares, paint, garden sup- 
plies, plumbing supplies, etc.,” 


% 
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Shearer said. “Merely maintain- 
ing a big stock, and friendly, 
personal relations with our cus- 
tomers was not enough.” 
Assaying competition ir the 
brass fence, the Colorado hard- 
Wwareman noted one important 
fact—which was that none of 
the competitive retailers offered 
service of any choice, such as 
lawnmower sharpening, saw 
sharpening, pipe threading and 
cutting, electrical appliance re- 
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COMPLETE SERVICE DEPARTMENT established by Shearer Hardware 
has served to combat the intense competition in the Colorado Springs, Colo., 
area. Among the items included above are a saw sharpener, circular saw 
sharpener, machines for handling rotary and reel type lawnmower sharpen- 
ing, pipe cutting and threading equipment and small accessory machines. 
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pairs, ete. This, Shearer felt, 
was the “Achilles’ heel” in his 
own sales-battle situation. 

“We have been too busy to pay 
much attention to service in the 
past,”” he confessed. ‘“‘What little 
services we were rendering to 
customers consisted mostly of 
acting as agents for a commer- 
cial lawnmower sharpening and 
repair shop, a saw shop, etc. This 
we did on the basis of a 15 per- 
cent commission, but never 
found it satisfactory. We found 
that most homeowners’ were 
highly suspicious and distrust- 
ful over such elements as lawn- 
mower and saw sharpening, be- 
cause backyard mechanics ‘go- 
ing into the field’ had literally 
ruined a lot of equipment and 
turned out a generally unsatis- 
factory job.” 

Enthused over the possibilities 
of a full size, on-the-premises 
service department, Shearer 
nevertheless didn’t rush into the 
matter, until he had solved the 
problem of personnel. Contacting 
employment agencies, friends, 
business associates, etc., he lo- 
cated an elderly machinist, a 
man with a definite field for this 
type of work, who would work 
on a part-time basis compatible 
with his Social Security income. 
Assured of the right man to do 
the job, Shearer then invested 
more than $1000 in the equip- 
ment, pictured herewith, which 
includes such items as a $285 
saw sharpener, $169 circular 
saw sharpener, three machines 
for handling rotary and reel type 
lawnmower sharpening, new 
pipe cutting and threading 
equipment, and small accessory 
machines. To provide adequate 
space for the new service depart- 
ment, Shearer made arrange- 
ments with the landlord to add a 
20 x 40 foot concrete block addi- 
tion at the rear, using some of 
the parking lot space. The land- 
lord cheerfully footed the bill for 
the addition and the lease was 
boosted commensurately. 

With these facilities available, 
Shearer Hardware Company set 
out on an aggressive program to 
acquaint all east-side residents 
of the city with the service de- 
partment. Used were 2500 hand- 
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BUSINESS IS GOOD as a result of good will and customer relations devel- 
oped through guaranteed service and an aggressive program to acquaint 
area residents of the store’s service department. 


bills, one weekly newspaper ad 
for a period of six weeks, a dis- 
play ad in the city telephone 
directory, and new _ business 
cards for all store personnel for 
distribution at every strategic 
point. ‘We really saturated the 
market,”’ Shearer grinned, “with 
handbills, newspaper and cards. 
We talked up the new depart- 
ment to every person entering 
the store, took our customers ‘on 
tour’ and, otherwise, made cer- 
tain that each knew that our ser- 
vice department was operating 
on the spot. Since then, the ex- 
pensive creation of the new ser- 
vice department has ‘paid divi- 
dends in spades,’”’ as Shearer 
pointed out. “For example, the 
department has averaged be- 
tween 90 and 100 lawnmower 
sharpening operations a month, 
even during the late winter 
months, and almost as many 
saws sharpened for both home- 
owners and professionals. Pipe 
cutting and threading has trip- 
led as have all other repair op- 
erations. 

“We give an _ unconditional 


guarantee on our work,” Shearer 
pointed out. “Since a single dis- 
satisfied customer would do a lot 
of damage, we keep our prices in 
line with those of others by sim- 
ply going out regularly, check- 
ing the prices charged by repair 
firms throughout the city, and 
setting ours accordingly. We 
make no attempt to scrape rock 
bottom or to put a high prestige 
price on our work. Always hav- 
ing the repair work done when 
the customer wants it, giving an 
unconditional guarantee, and 
saving customers dubious deal- 
ings, long-distance trips to re- 
pair shops, etc., has built a lot 
of good will, kept our customers 
coming when low price competi- 
tion might have otherwise pulled 
them away. Our volume has 
grown back to what it was be- 
fore the competition moved in 
and we are selling almost twice 
as much service as we had ever 
felt possible. Finally, we know 
that we have the sort of good 
will built up by our customers 
which cannot be offset by a few 
cents saving.” 
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HUGHSON JOINS WESTERN 50-YEAR 


On November 13, W. (Billy) 
L. Hughson will drop in the 
office of Hughson & Merton at 
1270 Bush Street in San Fran- 
cisco as he does every day. This 
time, however, will be a_ red 
letter day as he will celebrate his 
90th birthday. 

Although Hughson continues 
as head of Hughson & Merton, 
manufacturers’ representative 
firm with offices in principle 
cities, he has been acting more 


in an advisory capacity. J. A. 
Wilson, who has been in charge 
of the Los Angeles office for the 
last 12 years is today active 
manager of the firm. 


Hughson and Lew Merton 
started the company in 1892 in 
a loft at 109 California Street. 
The turning point came in 1903 
when Hughson met Henry Ford 
at a bicycle show in Chicago and 
made arrangements to establish 
the first Ford agency in the 
world which he has been operat- 
ing continuously since. 

But in 1906 the company suf- 
fered a setback when the great 
fire leveled most of San Fran- 
cisco. In 1917 Merton died fol- 
lowing a long illness and in 1921 
Fred G. Wigmore joined the 
organization. The automobile 
agency in the meantime had 
grown so rapidly that Hughson 
devoted most of his time to its 
development, and Wigmore be- 
came manager of the firm. 

Wigmore started in the hard- 
ware field in 1909 with Pacific 
Hardware & Steel. In 1910 he 


NOVEMBER 1958 


transferred to Los Angeles when 
that branch was opened. In 
1911 he became manager of the 
hardware department in charge 
of buying. In 1914 he moved to 
San Diego where the firm bought 
a wholesale establishment. He 
returned to San Francisco in 
1915 as assistant to A. W. Dow, 
buyer of steel and hardware de- 
partment. In 1916 he became 
an outside salesman. Following 
a serious automobile accident, 
Wigmore retired December 31, 
1957. (In 1959 Wigmore will be 
awarded membership in HARD- 
WARE WORLD’s Western 
Hardware 50-Year Club). 

Wilson, who currently is man- 
aging the company, was for- 
merly with Seller Bros. Co. in 
San Francisco in a supervisory 
capacity of purchasing and man- 
agement. 

The Salt Lake office is under 
the supervision of J. Lester Bar- 
low who joined the firm in July, 
1940. He was formerly em- 
ployed by Salt Lake Hardware 
Company. 

The Seattle office is under the 
supervision of J. E. Michener 
who became a member of the 
firm in May, 1948. He entered 
the hardware trade with Seattle 
Hardware in 1927 through 1943 
as stock clerk, check clerk, ad- 
justment department, assistant 
merchandise manager and 
buyer. Later he joined Seattle 
Brass Company and then in 1948 
he joined Farber Hardware, a 
large retail hardware store in 
downtown Seattle. 


CLUB 


The San Francisco office is in 
charge of L. E. Appleton. He 
previously worked for Dunham, 
Carrigan & Hayden Co., which 
he joined in 1938 in Oregon. He 
was builders’ hardware and 
plumbing buyer from 1948 
through 1956. He has been past 
president of the Northern Cali- 
fornia Builders’ Hardware Club 
and is a member of the Ameri- 
can Society of Architectural 
Hardware Consultants. He 
started in the hardware field 
with Hinkelbein Hardware, San 
Francisco in 1925. 

Hughson was presented with 
a Western Hardware 50-Year 
Club membership during the 
hardware show last February 
in San Francisco. 


50-YEAR MEMBERSHIP CARD is 
presented to Bill Hughson (left) of 
Hughson & Merton, long-time San 
Francisco manufacturers’ representa- 
tive firm, by Milton Albin, editor of 
HARDWARE WORLD, at a recent 
hardware show in San Francisco. The 
firm was started in 1892. 
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Pioneer Arizona Firm Serves 
Southwest More Than 50 Years 


OUGLAS Hardware Company, by serving the 
needs of a copper-cattle-cotton community for 

more than 50 years, has paced its growth and 
progress with that of the area. Established 
shortly after the turn of the century, the com- 
pany is one of the two oldest firms still doing 
business in that border city. 

In 1902 Douglas Hardware opened its doors for 
business and a few months later William de H. 
Washington took over operation of a general mer- 
chandising store nearby. Not long after that 
Washington, with W. H. Fisher, bought the hard- 
ware store and merged both at the present loca- 
tion on G Avenue, Douglas’ main street. C. H. 
Melcher bought out Fisher’s interest in 1914 and 
the store has been operated by the Melcher and 
Washington families ever since. 

Today, combining retail and wholesale hard- 
ware sales, Douglas Hardware is a corporation 
headed by R. Washington and K. B. Melcher, the 
only sons of the two earlier partners. Each fam- 
ily owns half the stock in the corporation, of 
which Washington is president and Melcher sec- 


REFERRING TO A CATALOG as they prepare an order 
are R. Washington (left) and K. B. Melcher. 
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DOUGLAS HARDWARE COMPANY about 1910, in a 
store adjoining the location of today’s store. 


retary-treasurer. The two sons entered the busi- 
ness in 1927 upon the death of C. H. Melcher. 
The senior Washington remained with the firm 
until his death in 1937. 

Through the mid-twenties Douglas Hardware 
did a heavy business in harness, bridles, spurs, 
bits and harness repair material. Today about 
all they stock in that line are cowboy horseshoes, 
horseshoe nails and a few other shoeing supplies. 

As a general merchandise outlet, the ancestor 
of the present day store sold just about every- 
thing except foodstuffs, according to many Doug- 
las area pioneers who still trade with the company 
they did business with 50 years ago. A sideline 
in the early days of the store was undertaking, 
which was given up by Washington in 1909. And 
for a time Hudson automobiles and Vim trucks 
were sold through the hardware company. This, 
however, was abandoned in 1918. 

Until about the same time the sale of guns and 
ammunition accounted for a large part of the 
firm’s total sales. Even as late as 1912, when 
Arizona become the 48th state, it was not un- 
common for men to wear side arms. The weapons 
have long since been missing from the display 
racks in the store, but Douglas Hardware still 
maintains an extensive stock of ammunition. 

Today’s operation, though greatly changed over 
the years, still provides service for customers liv- 
ing in the southern part of Arizona, from Tucson 
south—the west end of New Mexico and northern 
Mexico, primarily the state of Sonora. 

As a wholesaling firm, Douglas Hardware sells 
to both industrial and commercial accounts. Cus- 
tomers include lumber yards and building supply 
companies, drug and variety stores and other re- 
tail hardware establishments. One full-time and 
two part-time salesmen work in the field calling 
on trade. At the present time Douglas Hardware 
employs nine persons in various phases of its 
operations. 

A wide variety of shelf wares and a large se- 
lection of paints are stocked by the company, but 
today, as in the past, tools—heavy hardware— 
remain Douglas Hardware’s specialty. 
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SAMPLES 
GO TO THE 
BUYER 


... When 
Grandco Sales 
Reps Go To Work 


ART WIRE MERCHANDISE sam- 
ples are shown to buyer by Dick 
Grannis inside the trailer showroom 


PLASTIC VEGETABLE BINS which 
can be stacked are one of Grandco’s 
many lines on display. 





SELLING IS EASIER and more re- 
laxed when customer is seated inside 
trailer booth. 
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MOBILE TRAILER stocked with merchandise enables Grandco Sales to pre- 
sent samples to the buyer throughout northern California and makes for easy 
and more efficient selling. Three of the rep firm officials above are, from left, 
Willis Kennedy, office manager; Jim Anderson, president, and Dick Grannis, 


secretary-treasurer. 


PERATING on the _ theory 

that the average buyer, job- 
ber or dealer is never completely 
at ease when looking over sam- 
ples in an office, Grandco Sales, 
Inc., Emeryville, Calif., has 
taken the sample to the buyer. 
And the vehicle for this opera- 
tion is a 20-foot long trailer 
fully equipped with the rep 
firm’s complete line. 

As a result, buyers enjoy 
working in a trailer which fea- 
tures every convenience of home, 
and the end result is more sales 
and more satisfied customers. 
Jim Anderson, president, and 
Dick Grannis, secretary - trea- 
surer, have put their mobile 
showroom into full use by run- 
ning through their Northern 
California territory following 
winter and summer shows. 

Anderson and Grannis com- 
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ROCKET WATER SKIS and life- 
size Santa Claus help catch attention 
of customers. 


bined forces in 
Grandco Sales, Inc., thereby 
providing better coverage of 
the buyers in the expanding 
Northern California market. In 
addition the company has asso- 
ciates in Portand, Fresno and 
Los Angeles. The main office is 
located at 5410 Hollis St., Emery- 
ville, where they maintain un- 
limited warehouse facilities. 

The organization consists of 
James C. Anderson, president; 
Ralph I. Wall, vice president; 
Richard W. Grannis, secretary- 
treasurer; Willis G. Kennedy, 
office manager; and Clayton B. 
Leitch, salesman. 

Both Anderson and Grannis 
are active in houseware organ- 
izations, and both are past pres- 
idents of the San Francisco Pot 
& Kettle Club. 


1958 forming 


OFFICE MANAGER Willis Kennedy 
loads an order from Grandco’s unlim- 
ited warehouse facilities. 
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en Equipment Preview 


According to all reports the 
power mower business is con- 
tinuing to go ahead with a 
steady increase over each pre- 
ceding year. Sales are far ex- 
ceeding the growth of service 
facilities. During the last three 
years more than nine million 
power lawn mowers have been 
sold. The problem now facing 
the industry is how are these 
customers going to obtain ser- 
vice? 

Thousands of new service sta- 
tions are needed to meet this 
demand. Also, in addition to the 
increased sales of power lawn 
mowers, sales of power chain 
saws and power garden equip- 
ment have given even greater 
potential to the servicing dealer. 
Other services that contribute 
to keeping a service department 
busy are sharpening of saws, re- 
pairing locks, repairing elec- 
trical appliances and repairing 
other power tools. With all this 
potential to consider, the lawn 
mower service station is cer- 
tainly a yearlong business. (See 
“Meet and Beat the Competi- 
tion,” pp. 33-34.) 

Servicing and sales of lawn 
mowers go hand-in-hand, and no 
one is in a better position to 
take advantage of the increas- 
ing sales demand for power 
lawn mowers than the dealers 
who have a reliable service de- 
partment. They also are able 
to obtain the best exposure to 
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Power Mower Industry Needs Mower 


Service Stations For Periodic Check and 


Early Repair Of Power Lawn Mowers 


prospective buyers since other 
dealers have to send their cus- 
tomers to them when service is 
required. 

Today there is definitely a 
trend towards one step service, 
particularly with customers pur- 
chasing their second, third or 
fourth new unit. They realize 
that the best place to buy is the 
dealer where service will be 
available. 

Just how much of an invest- 
ment is necessary for you to set 
up a workable service depart- 
ment without requiring a great 
amount of space? Many excel- 
lent service stations have started 
with as little as 140 sq. ft. of 
floor space and with the neces- 
sary equipment and tools rep- 
resenting an investment of less 
than $550. 

Power lawn manufacturers 
today realize service education 
is very important and most of 
them have available service 
manuals that explain and illus- 
trate each step in the repair of 
their respective mowers and en- 
gines. 

More than 14 million power 
lawn mowers have been sold 
during the last 10 years, and 
within a very short time most 
of them will again be cutting 
grass with the majority having 
been in storage from four to 
six months. The most exasper- 
ating experience that can hap- 


pen to a home owner is to have 
his power lawn mower “break- 
down” over the weekend. Early 
repair and period check of a 
power lawn mower will enable 
your customer to avoid the 
weekend crisis. 

The service dealer should let 
his customers know that trou- 
ble can be avoided by such in- 
spections and adjustments as 
cleaning of the spark plug, clean- 
ing of the carburetor, removal 
of grass, dirt, etc., from the cut- 
ter blade or between the reel 
blades, lubrication of the wheels, 
adjustment of the clutch and 
throttle controls, and filling of 
the crankcase with lubricant. 

In the past the majority of 
owners have put off such an in- 
spection until the start of the 
mowing season. As a result most 
service centers are swamped 
with small maintenance repairs 
that could easily have been 
handled during the winter 
months. Most lawn mower ser- 
vice centers will gladly pick up 
power motors, inspect them, 
and upon request report to the 
owners the cost of a complete 
overhaul or possible recondi- 
tioning of the mower. 

Investigate the power lawn 
mower repair business now and 
by taking immediate action you 
will be able to enjoy the added 
profits that will be yours during 
the coming mowing season. 
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OVER HILL, OVER DALE... said 
to be the quickest and easiest way to 
cut grass is this riding rotary lawn 
mower. Features electric push-button 
starting and a 4!'2 h.p. engine.— 
Morof Wheel Corporation 

For Details Circle 163 on INQUIRY CARD 


DOUBLE DUTY TILLER-MOWER 
features swept back design and new 
location of controls. Quickly converts 
into 22” rotary power mower without 
tools. Cone clutch eliminates belts.— 
Yuba Power Products, Inc. 

For Details Circle 164 on INQUIRY CARD 


TURFMASTER RIDING MOWER 
features automotive type transmis- 
sion and positive clutch. Foot brake 
stops forward movement of mower 
and disengages the clutch.—Dille & 
McGuire 

For Details Circle 165 on INQUIRY CARD 
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MOW-MASTER rotary riding mower 
features prest-o-matic starting which 
eliminates stooping, pulling and jerk- 
ing. Has pressure action drive and 3 
h.p., 4-cycle engine.—Propulsion En- 
gine Corp. 

For Details Circle 166 on INQUIRY CARD 


THE SPORTSMAN, powered by 5.75 
h.p. engine has bevel gear transmis- 
sion for smooth movement and easy 
turning steering bar of adjustable 
height. Available with six attach- 
ments.—Toro Manufacturing Corpora- 
tion 
For Details Circle 167 on INQUIRY CARD 


REEL MOWER features blades of 
crucible steel, 6” diameter reel with 
self-adjusting ball bearings, 20” cut- 
ting width and height adjustment 
from 4%” to 2%”. Recoil starter.— 
The Lawnmaster Company 

For Details Circle 168 on INQUIRY CARD 


NEW PRODUCTS 


HOMEMASTER LAWN SWEEPER 
features automatic type clutch and 
anti-wrap reel to prevent debris from 
clogging and binding brush reel ends, 
and automatic hood height control.— 
Parker Sweeper Co. 

For Details Circle 169 on INQUIRY CARD 
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AUTOMOTIVE-TYPE full-gear 
transmission is a top feature of this 
deluxe riding rotary mower. Has foot 
operated combination clutch and brake 
pedal and E-Z reach controls.—Quick 
Manufacturing, Inc. 

For Details Circle 170 on INQUIRY CARD 


FIBERGLASS AND ALUMINUM 
Quietflite 19” mower is isolated on 
rubber shocks which prevent broad- 
casting of engine vibrations to handle 
and housing. Insulation reduces 
noise.—Lawn-Boy 

For Details Circle 171 on INQUIRY CARD 


39 





Garden Equipment Preview 


th 


“GARD-N-YARD” Imperial riding 
mower features 26 in. Flex-N-Float 
regulating wheels to follow ground 
contour and side runners to prevent 
turf scalping. Mows on hills up to 50 
percent grade.—Ariens Co. 

For Details Circle 172 on INQUIRY CARD 


SELF-PROPELLED rotary mower 
features power drive controlled by the 
handle without knobs or levers. 
Geared tooth belt prevents slippage. 
Mower includes leaf mulcher.—Sun- 
beam Corporation. 

For Details Circle 173 on INQUIRY CARD 


ROTARY MOWER features remote 
rewind starter and choke-a-matic con- 
trol. Has two position 5 in. height 
adjustment, 8 in. diameter, all-steel 
rims with semi-pneumatic tires.—At- 
las Tool & Manufacturing Co. 

For Details Circle 174 on INQUIRY CARD 
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LAWNMOWER SHARPENER han- 
dles any size reel-type mower and 
sharpens either by the “straight-line” 
or “hook” method. Screw-type adjust- 
ments for accurate alignment.—Fate- 
Root-Heath Company. 

For Details Circle 175 on INQUIRY CARD 


RIDE-A-MATIC TRACTOR is de- 
signed for 21 attachments for lawn 
care and conditioning. Features auto- 
motive-type differential for more posi- 
tive drive power and traction without 
lawn damage.—Bolens Products. 

For Details Circle 176 on INQUIRY CARD 


FINGER-TIP CONTROL is featured 
in this rotary mower. Recoil starter 
is operated from control panel as are 
choke, throttle and stop controls for 
full control under all conditions.— 
E. T. Rugg Company. 

For Details Circle 177 on INQUIRY CARD 


NEW PRODUCTS 


LAWNDALE RIDING MOWER in- 
cludes free leaf mulcher and features 
fixed blade coupling, tubular frame, 
clutch control operating “rear end” 
transmission which drives both 
wheels.—Pennsylvania Lawn Mower. 
For Details Circle 178 on INQUIRY CARD 


MOWER AND UTILITY TRACTOR 
cuts big jobs down to size. Features 
belt and roller chain drive with dif- 
ferential for positive traction, 4' h.p. 
engine, muffler, high torque action.— 
Savage Arms Corporation. 

For Details Circle 179 on INQUIRY CARD 


TRIMMER REEL power mower de- 
signed to precision cut lawns features 
reel speed control, silent gear trans- 
mission and adjustable mechanism for 
wide range of cutting heights.—Moto- 
Mower, Inc. 

For Details Circle 180 on INQUIRY CARD 


HARDWARE WORLD 








REPORTS 


. . » By HARDWARE WORLD'S Editor About the Builders 

Hardware Convention in Chicago . . . The National Hard- 

ware Show in New York... The Joint Convention of 
Manufacturers and Wholesalers in Atlantic City 








BUILDERS HARDWARE MEN SEE SHOW AT CHICAGO 


CHICAGO—Many Westerners attended the 22nd and Metal Co., Los Angeles, was elected president 
annual convention of the National Builders Hard- of NBHA, succeeding Joe R. Murphy of San An- 
ware Association and the American Society of tonio. Other officers are: Ist V.P., Frank E. 
Architectural Hardware Consultants at the Sher- Traver, Columbus, Ohio; and 2nd V.P., J. E. 
man Hotel here Sept. 28 through Oct. 1. They O’Keefe, West Hartford, Conn. 

also attended the 13th National Builders Hard- Another Westerner, Daniel C. Hay, Los An- 
ware Exposition held in the same hotel. geles, was a panel moderator. 

Westerner James C. Carroll, Union Hardware All officers of ASAHC were re-elected. 


WESTERNERS meet new Western PLASTIC DRAWERS for cabinets AUTOMATIC DOOR was tested all 
district manager of Stanley Works, are introduced by Lowell O'Connor, through the show by members of the 
Bob Depot (in light coat) and get sales manager of Washington Steel various builders’ hardware groups at 
literature from girl. Products, Inc., of Tacoma. the Sherman Hotel. 


SPECIAL GAME designed around ALL THE “BRASS” was busy at this EASTERNER MEETS WEST- 
the name “Kwikset” attracted dele- booth meeting customers and prospects ERNER in aisle of show and dis- 
gates of convention who played for and showing them actual samples of cuss some of the mutual problems 
interesting prizes. many of the firm’s extensive line. in the builders’ hardware field. 
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WESTERNERS ATTEND NATIONAL HARDWARE SHOW 


More Westerners than ever attended the Na- 
tional Hardware show in New York City from 
September 29 to October 3 in the Coliseum. 

Many of the major manufacturers had their 
representatives from various cities in the Eleven 
Western states helping to man the booths. 

Managers and owners of large independent 
Western hardware stores and buyers of small 
and large Western hardware chains and other 
types of hard goods outlets were active through- 
out the show. 

As the show preceded the joint convention of 
the wholesalers and manufacturers which was 
held the following week in Atlantic City, there 


were many Western executives and sales man- 
agers of wholesale firms as well as buyers who 
worked the show into their eastern trips. 

There were also many Western manufacturers 
who had space at the show. Most of these were 
from California and several from the Pacific 
Northwest. 

Most exhibitors were pleased with the busi- 
ness done at the show and stated that the amount 
of business transacted indicated that business in 
1959 would certainly be better than this year. 
Most buyers of retail and wholesale firms were 
also optimistic about the future. 


TWO MONKEYS and an old-fashioned 
organ grinder perform in front of 
trio at booth, made to look like a 
fair, and attract big crowds. 


HOT PIZZA was served every day at 
Hyde booth where firm’s pizza cutter 
was demonstrated by cutting pizzas 
into bite sizes. 


A DRILL is picked up by Mark Nus- 
baum, Nusbaum Wholesale Hardware 
Company, San Francisco, while his 
wife, Al Reasoner of Sunset, and 
Krueger Jacobsen of California Re- 
tail Hardware Association look on. 
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NEW GARDEN TOOL, resembling a 
Golf Club, is being inspected by Bert 
C. Sutton, sales manager of Western 
Metal Supply Co., San Diego, along 
with W. Murray Smith, president of 
the wholesale firm. 


CATALOG PAGES were being col- 
lected by Ed Hallock, well known sales 


manager of California Hardware 


Company of Los Angeles. 


STORE FIXTURES are getting the 
attention of two Southern California 
hardware retailers, Graham George 
(center), Otts Hardware, Santa Bar- 
bara, and John Knox, Knox Hardware 
of Santa Ana. 
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WESTERNERS ACTIVE IN ATLANTIC CITY 


The joint convention of the manufacturers and 
wholesalers took place in Atlantic City on Oc- 
tober 5 through 8. It was the 64th convention of 
the National Wholesale Hardware Association 
and the 115th semi-annual meet of the American 
Hardware Manufacturers Association. 

Adger S. Johnson, National Carbon Company, 
Division of Union Carbide Corporation, New 
York, was elected president of the manufacturers 
group. The wholesalers re-elected all of their 
officers. 

Other officers elected by the manufacturers are: 
Ist V.P., John Gibson III, McKinney Manufac- 
turing Company; 2nd V.P., Paul C. Nicholson, 
Nicholson File Company, Providence, R. I.; 3rd 


ry 
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RETIREMENT GIFT is being pre- 
sented to George A. Fernley 
(right) who served as National 
Wholesale Hardware Association 
secretary for many years and re- 
cently as a counselor. 


WESTERNERS from Los Angeles, Sac- 
ramento and Spokane dominate this 
table at annual breakfast of P & C Tool 
Company of Portland, Ore. 
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BUYING DIRECT was discouraged 
with convincing figures by R. W._ is funny to Charles Lutz (center) 
Maycock, ZCMI Wholesale Distribu- 
tors, Salt Lake City. 


V.P., George H. Day II, Lumite Division, Chic- 
opee Mills, Inc., New York. 

Those elected to the new Executive committee, 
group of 1961, are: R. A. Aldeen, Amerock Cor- 
poration, Rockford, Ill.; G. S. Case, Jr., The Lam- 
son & Sessions Co., Cleveland, Ohio; James C. 
McKay, The McKay Company, Pittsburgh, Pa.; 
R. L. Waterman, Corning, N. Y.; and Ray C. 
Fischer, Erwin Auger Bit Co., Wilmington, Ohio. 

The constitution of the manufacturers associa- 
tion was amended to allow manufacturers repre- 
sentatives to become associate members if they 
represent companies that are active members of 
the organization. 


WESTERNERS flank manufacturers. 
At left is Henry E. Sloss and E. B. 
MeVicar, both of Sloss and Brittain, 
San Francisco. At right is E. H. Me- booth in Atlantic City Auditorium. 
Laughlin, Jr., Union 
Metal Company, Los Angeles. 


MANUFACTURERS LISTEN to AI- 
lan W. Hyman, Seller Bros. & Com- 
pany of San Francisco, at conference 


Hardware & Rule is that no merchandise be dis- 


played but literature can be shown. 


SOMETHING IN THE “WORLD” 


Sales Mgr., Dunham, Carrigan & 
Hayden Company, San Francisco. 
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Housewares Preview .. . 


Attracts More Than 300 
To The J. B. Sherr Co. 


Show In San Francisco 


ILLED as “The West’s Largest Exclusive 

Housewares Showing,” the J. B. Sherr Co., San 
Francisco wholesaler, played host to more than 
300 buyers at their semi-annual housewares pre- 
view, Sunday, Sept. 7. 

The show, which was the eighth in the series, 
originated several years ago, and held outside the 
company’s headquarters, was staged in the Essex 
Room at 20 Tenth St., across the street from the 
Western Merchandise Mart. 

Forty manufacturers’ representatives display- 
ing housewares lines from more than 125 fac- 
tories within the 4000 square feet of display area 
explained the latest features of their wares as 
well as promotional set-ups. 

From the standpoint of attendance and mer- 
chandise shown, the show was the most success- 
ful ever held. For the convenience of their guests 
the J. B. Sherr Co. provided luncheon and refresh- 
ments during the event which was held from 
11 a.m. to 6 p.m. 

The J. B. Sherr Co., which maintains a show 
room at its headquarters located at 466 8th St., 
maintains its stock within its 22,000 square-foot 
warehouse. 

Sherr announced that the next show is sched- 
uled for early spring. 


. \ od 


LUNCHEON AND REFRESHMENTS were served guests 
at the San Francisco showing. 
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A WIDE VARIETY OF HOUSEWARES was shown 
within the 4000 square feet of display area at the show. 


REGISTRATION DESK was kept busy as more than 
300 buyers turned out for the semi-annual event. 


FACTORY REPRESENTATIVES explain many of the 
features of the merchandise displayed at the show. 
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DECEMBER MERCHANDISING 


FIRST WEEK SECOND WEEK THIRD WEEK FOURTH WEEK FIFTH WEEK 











Nov. 30-Dec. 5 Dec. 6-12 Dec. 13-19 . 20- Dec. 27-Jan. 2 


WINDOW A | PRESTIGE GIFT SE-|PRESTIGE GIFT SE-| PRESTIGE GIFT SE- | PRESTIGE GIFT SE-|; DOLL-UP-THE- 
LECTOR LECTOR LECTOR LECTOR KITCHEN 


WINDOW B |GIFTTIME FOR/|WIDE, WIDE WORLD WIDE, WIDE WORLD| HOLIDAY ENTER-| HOLIDAY ENTER- 
SPORTSMEN (Cont OF GIFTS OF GIFTS TAINING TIME TAINING TIME 


IN-STORE PRESTIGE GIFT SE-| WIDE, WIDE WORLD PRESTIGE GIFT SE-| HOLIDAY ENTER-|DOLL-UP-THE- 
PROMO- LECTOR (Feature| OF GIFTS (Feature) LECTOR t TAINING TIME (/ KITCHEN (Feature 
a tric } } wares,| I jium-pr j W | ture ++ fia t. varnish 


| nol ‘inant 
wers, | 1 
| 


sets, | 


ADVERTIS- 
ING 





FOR GIFTTIME FOR PRESTIGE GIFT SE- WIDE, WIDE WORLD | PRESTIGE GIFT SE- HOLIDAY ENTER- 
ADDITIONAL SPORTSMEN t LECTOR (Cont OF GIFTS (Cont) LECTOR t TAINING TIME 
PROMOTIONS t 








SPECIAL | Dec. 15—Bill of Rights | Dec. 25—Christmas 
DATES Day 
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PRESTIGE 
GIFT SELECTOR 


Schedule: Nov. 30-Dec. 24 


OBJECTIVE—This promotion is designed to 
move high ticket items such as electric house- 
wares, radios, power mowers, power tools, tool 
sets, dinnerware, and high quality decorative 
ware, bicycles, and other high quality items for 
children. 


WINDOW—Prepare a large circular cardboard 
or wallboard. Put a ribbon typed sign on it made 


out of cardboard with - Gift Selector. Put 
an arrow in the middle and for most effective re- 
sults attach the shaft of the arrow to a small 
electric motor with a circuit breaker so that the 
arrow will spin around several times and stop 
for a few seconds. This could be a real eye- 
stopper. At the side of the circular board place 
ribbons as shown to lead down to specific mer- 
chandise located in the window. 


SPECIAL EVENTS—To create interest, you 
might hold a contest by giving every purchaser 
a card with a number on it. On a certain date 
the cards can be drawn. The winner will then get 
the prize in the window at which the selector 
arrow stops. 

ADVERTISING—You could use the same win- 
dow copy for the head in your newspaper ad and 
then list many of the prestige type of items in 
the ad stating that you have such merchandise 
for men, women, and children of all ages. 
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WIDE, WIDE 
WORLD OF GIFTS 


Schedule: Dec. 6-19 


OBJECTIVE—This promotion is designed to 
push the more medium-priced or low-priced mer- 
chandise for all types of persons. Most of the 
items should range somewhere between one dollar 
and ten dollars. 


WINDOW— Use an actual globe of the world in 
the center of your window. Put a streamer across 
it on which you will have the words, “Wide, Wide 
World of Gifts.” Then place a good cross section 
of merchandise for men, women and children of 
all ages. In front of each item, have a small card 
with lettering on it large enough to be read by 
passersby on the sidewalk. The cards should indi- 
cate a type of recipient: sportsman, teenager, 
gardener, hobbyist, hostess on the card. Also list 
the price on the card. 


INTERIOR DISPLAY—This same idea could 
be worked out with the globe on top of the cor- 
nice with the streamer running across it as in 
the window. Several gondolas should be displayed 
near the wall section containing the sign. These 
should have similar cards as in window sign in 
front of each item on display. 


ADVERTISING—The head for newspaper ad- 
vertisement might read “Come to ———— Hard- 
ware, see a Wide, Wide World of Gifts.” Use the 
same for radio and follow with some suggestions 
of merchandise for different types of persons such 
as the gardener, sportsman, etc. 
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COUNTER-DISPLAY WIRE RACK 
is furnished with each 36-pack box 
of Tesamoll urethane foam self-ad- 
hesive all-purpose foam tape.—Uni- 
ted Mineral & Chemical Corporation 
For Details Circle 241 on INQUIRY CARD 
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WINDOW BANNER is 11”x34” and 
features Master’s combination pad- 
lock. Lithographed in four colors.— 
Master Lock Company 

For Details Circle 242 on INQUIRY CARD 


PACKAGED FOR GIVING, this gift 
carton is styled for Texas-Ware 
melamine dinnerware.—Plastics Man- 
ufacturing Company of Dallas 

For Details Circle 243 on INQUIRY CARD 
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Merchandising A 


COUNTER RACK for impulse sale 
of small garden tools sells from all 
four sides—The Wood Shovel & Tool 
Co. 


For Details Circle 244 on INQUIRY CARD 


By ome Ong CBUIESO 


AOeue Corn ee 


ree 
a é THEAM 
TERTRA Vawus 
BH me, oe 


“PICK-A-PINT PACK” display fea- 
tures lines of vacuum bottles and is 
designed for self-service sales.—The 
American Thermos Products Co. 

For Details Circle 245 on INQUIRY CARD 


: TRUE TEMPER 


i; WANG TOOLS 


HAND TOOL MERCHANDISER dis- 
plays 24 tools in less than one square 
foot. Made of heavy wire gauge.— 
True Temper Corporation 

For Details Circle 246 on INQUIRY CARD 





SELF-CONTAINED merchandising 
and display unit for rural mailboxes 
provides retailers with a compact 
counter display. Free with basic 
stock.—Akron Metal Sales Co. 

For Details Circle 247 on INQUIRY CARD 


NEW PACKAGE DESIGN for El- 
mer’s Glue-All features Elmer the 
Bull, identifying Glue-All as one of 
a “family” of Borden products.—Bor- 
den Chemical Company 

For Details Circle 248 on INQUIRY CARD 
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HAND SANDER 


HAND SANDER DISPLAY high- 
lights main selling points for impulse 
sales. Is 9”x5'2"x174%2". — Millers 
Falls Company 

For Details Circle 249 on INQUIRY CARD 
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HOUSEHOLD 


BLISTER-PACKED carded wood 
folding rule is designed for self-ser- 
vice and the do-it-yourself market. 
Method of mounting card prevents 
pilferage—Eagle Rule Mfg. Co. 

For Details Circle 250 on INQUIRY CARD 
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AUTOMATIC FEEDER RACK holds 
complete supply of tacks, nails, brads, 
screws, bolts, glides, glazier points 
and other items. Rack contains 440 
tubes and occupies 1! square feet of 
space.—Shelton Tack Co. 

For Details Circle 251 on INQUIRY CARD 


DISPLAY MODEL for demonstrat- 
ing design and operation of bifold 
hardware in four-door installations is 
scaled-down model with printed sell- 
ing copy.—McKinney Mfg. Co. 

For Details Circle 252 on INQUIRY CARD 
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Merchandising Aids 


CHRISTMAS FLOOR STAND pre- 
packed with 48 assorted antique auto 
design dispensers for cellophane tape. 
Dispensers packed in three trays.— 
LePage’s Inc. 

For Details Circle 253 on INQUIRY CARD 


WORKBENCH DISPLAY makes an 
ideal demonstration table to enable 
customers to see and test electric 
tools. Takes 3 x 3'%’ floor space.— 
Sunbeam Corporation 

For Details Circle 254 on INQUIRY CARD 


AUTHORIZED DEALER SIGN is 
15 x 30” and made of metal with red 
and black imprint on a white back- 
ground showing patio. — Alsynite 
Company of America 

For Details Circle 255 on INQUIRY CARD 
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CHRISTMAS STOCKING FILLERS 
feature blister-packed trimming 
knife, plane, rule, nail sets and screw 
driver set. Packed in colorful mer- 


chandiser.—The Stanley Works 
For Details Circle 256 on INQUIRY CARD 


HANDYCRAFT CHRISTMAS 
STOCKING has handle affixed to col- 
orful header label to permit stringing 
groups of stockings on walls or in 
windows.— X-Acto, Inc. 

For Details Circle 257 on INQUIRY CARD 


HANDY HANKS packed in attrac- 
tive counter display box come in six 
connected hanks enabling dealer to 
sell longer lengths without measur- 
ing from a reel.—Ru-Son Products 
Co. 

For Details Circle 258 on INQUIRY CARD 
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“SHOW PACKAGING”—and what 
it can accomplish—is the subject of 
this revised 32-page booklet published 
by Hinde & Dauch. Titled “How To 
Merchandise With Corrugated Boxes,” 
the booklet explores aspects of uni- 
fied merchandising, the value of dis- 
play, the selection and use of color 
in corrugated packaging, and the 
part packaging can play in special 
promotions. It also outlines points 
to consider in planning a merchandis- 
ing package. Photos of 30 individual 
“show packages” currently in use il- 
lustrate the publication. Seventeen of 
them are in full color. 

For Details Circle 211 on INQUIRY CARD 


TIPS ON SELLING AND DIS- 
PLAYING bright gift ideas in stain- 
less steel are described and illustrated 
in this eight-page brochure issued by 
Republic Steel Corporation. Two 
pages are devoted to questions and 
answers about stainless steel. Two 
other pages discuss and _ illustrate 
balance and arrangement of displays, 
finish and texture, lighting and color. 
Another section illustrates 
store and window displays. 

For Details Circle 212 on INQUIRY CARD 


sample 


JET PACKAGE WATER SYSTEM 
broadside issued by The Deming Com- 
pany is a 17”x22” broadside that acts 
as a self-mailer and shows the Dem- 
ing big six water systems. Broad- 
side can also be used as a display 
piece. One corner of broadside fea- 
tures pictures of other company 
pumps for commercial and _ residen- 
tial application. 

For Details Circle 213 on INQUIRY CARD 


ROLLER CONVEYOR’ BULLE- 
TIN, issued by The Rapid-Standards 
Co., Inc., is a 12-page bulletin on 
Rapid-Roller gravity conveyor, pack- 
ed with illustrations, charts and dia- 
grams. Contains typical applications, 
explains construction features, tells 
how to select gravity roller con- 
veyors along with specifications. 

For Details Circle 214 on INQUIRY CARD 
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ELECTRICAL WIRING DEVICES, 
lamps and specialty products are il- 
lustrated and described in this 76-page 
catalog issued by Eagle Electric Mfg. 
Co., Ine. Included also is a complete 
line of self-selling merchandising dis- 
plays. Catalog is designed to serve 
as a selling device as well as a refer- 
ence book for the trade. 

For Details Circle 215 on INQUIRY CARD 


PLUMBERS TUBULAR’ BRASS 
GOODS are described and illustrated 
in this 20-page catalog issued by 
Ideal Tubular Corp. Included is the 
company’s line of traps, tubes, tub- 
ing, bath and shower fittings, waste 
and overflow accessories and other 
items. 

For Details Circle 216 on INQUIRY CARD 
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LATHING PRODUCTS MANUAL, 
containing descriptions of various 
types of metal lath, beads, molds, 
channels, runners, fasteners and 
studs, is available in this 12-page 
brochure issued by Ceco Steel Prod- 
ucts Corporation. Data included are 
descriptions of materials, sizes, 
weights, and packing. 
For Details Circle 217 on INQUIRY CARD 


VENTILATING FANS and range 
hoods are described and illustrated in 
this eight-page catalog issued by 
Leigh Building Products, Division of 
Air Control Products, Inc. Catalog 
contains large product illustrations 
making it an effective retail sales 
aid. It also contains all the informa- 
tion the builder or contractor needs, 
including many installation diagrams, 
specifications, and exploded views 
with dimensions. 

For Details Circle 218 on INQUIRY CARD 


“SELECTOR GUIDE,” an envel- 
ope stuffer, outlines in detail how to 
build a swing-up door of several dif- 
ferent designs and sizes. Tells cus- 
tomers the proper set of hardware to 
use on their door along with easy-to- 
read details on “how to” information 
on the construction of the most pop- 
ular standard sizes of doors which 
the carpenter or home handyman can 
build. Stuffer is issued by The Stan- 
ley Works. 

For Details Circle 219 on INQUIRY CARD 


“CHARTING STEEL’S PROG- 
RESS” is a 70-page graphic facts 
book on the iron and steel industry 
and is issued by the American Iron 
and Steel Institute. Book includes 
chapters on materials used in steel- 
making, iron and steelmaking capac- 
ity, growth in steel production, dis- 
tribution of finished products, wages, 
hours, working conditions, and steel’s 
income and outgo. 

For Details Circle 220 on INQUIRY CARD 


HAND HAMMERED forged line 
of high carbon steel cutlery is the 
subject of this booklet issued by the 
Robeson Cutlery Company. Booklet 
explains features of the company’s 
products. 

For Details Circle 221 on INQUIRY CARD 


WOODWORKERS’ VISES are de- 
scribed in this bulletin issued by The 
Columbian Vise & Mfg. Co. Contents 
include specifications and illustrations 
of 18 individual vises. 

For Details Circle 222 on INQUIRY CARD 
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FREE LITERATURE 





AEROSOL SPRAY PRODUCTS 
16-page booklet issued by Crown In- 
dustrial Products Company contains 
detailed information on the history of 
aerosol spray products and their in- 
dustrial applications today. Booklet 
is profusely illustrated with drawings 
and photographs covering the sub- 
jects of packaging, development of 
pressure containers and valves, meth- 
ods of filling and principals of opera- 
tion. A thorough discussion of cost- 
saving and time-saving advantages of 
this type of packaging for industrial 
and commercial use is also presented. 

For Details Circle 223 on INQUIRY CARD 


SOLDERING TOOLS CATALOG 
issued by Vulean Electric Company 
describes the company’s complete line 
including specifications and prices. 
Technical information is provided on 
screw tips and plug tips, as well as 
other related products. 

For Details Circle 224 on INQUIRY CARD 


PLUMBERS’ BRASS GOODS parts 
catalog issued by Harcraft Brass, a 
Division of Harvey Aluminum, is a 
24-page booklet depicting the replace- 
ment parts and gives the part num- 
bers for current production items and 
discontinued models. 

For Details Circle 225 on INQUIRY CARD 


STANDARD COMPRESSION, 
TORSION and extension springs are 
covered in this four-page brochure 
issued by Admiral Spring & Mfg. Co. 
Full page photos show each spring in 
the line. One full page is devoted to 
specifications and prices. 

For Details Circle 226 on INQUIRY CARD 


WIRE MARKERS CATALOG is- 
sued by North Shore Nameplate, Inc., 
illustrates and describes a variety of 
wire markers available on instant-re- 
lease dispensing cards. Five pages of 
the eight-page, three-color catalog 
are devoted to illustrating the many 
categories of markers. 

For Details Circle 227 on INQUIRY CARD 


“TUMBLING MEDIA FOR BAR- 
REL FINISHING” is a 20-page, four- 
color booklet issued by The Carborun- 
dum Company which covers case his- 
tories on removing paint and break- 
ing corners, removing rust, do’s and 
don’ts on the use of water, and com- 
pounds and cleansers. 

For Details Circle 228 on INQUIRY CARD 


TEHR-GREEZE white fabric ce- 
ment and a few of its many uses are 
described in this four-page folder is- 
sued by the Val-A-Company. Also 
included is a retail price list from 
two ounces to five gallon sizes. 

For Details Circle 229 on INQUIRY CARD 
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POWER TOOLS CATALOG issued 
by Boice-Crane Company illustrates 
and gives a full description of band 
saws, contour saws, and band fillers, 
jig saws, saw jointers, saw tables, 
shapers and shaper cutters, drill 
presses, tool and knife grinders, joint- 
ers, lathes, planers, belt and spindle 
sanders, spinning tools, motors, con- 
trols, supplies and accessories. The 
54-page book also points out the nu- 
merous safety features and built-in 
conveniences. 

For Details Circle 230 on INQUIRY CARD 


“THE WISSCOLLATOR,” a four- 
page, illustrated folder issued by The 
Colorado Fuel and Iron Corporation 
is designed for use by CF&I sales 
personnel as well as for direct mail- 
ings to wire belt users. The publica- 
tion of this bulletin has been initiated 
as a quarterly containing items of 
news and technical interest on the 
company’s Wissco woven wire proc- 
essing belts. 

For Details Circle 231 on INQUIRY CARD 


PNEUMATIC AND MALLET 
DRIVE SPOTNAILERS brochure is- 
sued by Spotnails, Inc., describes and 
illustrates the features of the prod- 
ucts and its many uses. Also included 
are specifications of both the pneu- 
matic and mallet models and a chart 
showing the many unique sizes and 
styles of spotstaples. 

For Details Circle 232 on INQUIRY CARD 


“PRICE AND THE PUBLIC IN- 
TEREST” is the title of this 20-page 
pamphlet reproducing the complete 
text of an address delivered by Roger 
M. Blough, chairman of the board of 
United States Steel, which issued the 
pamphlet. 

For Details Circle 233 on INQUIRY CARD 


CONSUMER NET PRICE SELEC- 
TOR, a 20-page booklet issued by 
Capewell Manufacturing Company, 
covers the company’s line of hand and 
power hack saws, hole saws, band 
saws, hammers and ground flat tool 
steel. 

For Details Circle 234 on INQUIRY CARD 


EXPANSION WALL PLUGS are 
described and illustrated in catalog 
sheets issued by Wall Plugs, Ine. 
Sheets include various types of the 
Anchorite plugs giving stock num- 
bers, prices and merchandising aids. 

For Details Circle 235 on INQUIRY CARD 


SLIDE-A-FOLD HARDWARE 
four-page bulletin issued by Ameri- 
can Screen Products Co. describes 
and illustrates the full line of hard- 
ware for folding doors. Construction 
and features are detailed. 

For Details Circle 236 on INQUIRY CARD 


STEEL CABINETS four-page bul- 
letin issued by Penco Div. of Alan 
Wood Steel Co. titled bulletin B-50, 
illustrates and describes eight cabinet 
styles for use in offices, schools, in- 
stitutions, clubs and industrial plants. 
Unit treated in the bulletin are: 
double door storage, wardrobe and 
combination cabinets; single door 
storage, wardrobe and combination 
cabinets; desk-high cabinets and 
counter-high cabinets. In addition to 
illustrations and descriptions, com- 
plete size data is given for each style 
cabinet. 

For Details Circle 237 on INQUIRY CARD 


ECONOMY, CHARM and installa- 
tion simplicity of ornamental 
wrought iron columns are covered in 
this consumer literature offered by 
Versa Products Co, Literature does a 
selling job of getting this message 
across to homeowners who want to do 
it themselves or call in a local con- 
tractor. 

For Details Circle 238 on INQUIRY CARD 


WALL CHART for Kenco Pumps 
is designed as a quick reference chart 
for Kenco’s four submersible and 
portable centrifugal pumps. This 24 
x 37” poster, printed in full color is 
offered to wholesalers, jobbers and 
dealers by Kenco Pump division of 
The American Crucible Products Co. 

For Details Circle 239 on INQUIRY CARD 


TRACTOR SHOVEL BROCHURE 
issued by The Yale & Towne Manu- 
facturing Company describes the 
Y-18 industrial tractor shovel. The 
two-color, 20-page brochure discusses 
the features of the shovel along with 
maintenance features of the unit. 

For Details Circle 240 on INQUIRY CARD 


“PENCO LOCKERS — CABINETS 
—SHELVING” is the title of this 
folder issued by Penco Metal Prod- 
ucts division of Alan Wood Steel Co. 
Folder is designed for rapid scanning 
and presents popular styles of Penco 
lockers and cabinets and sizes avail- 
able and list prices. 

For Details Circle 208 on INQUIRY CARD 


MASONRY ANCHORING, fasten- 
ing and drilling devices are pictured 
and described in this 36-page catalog 
issued by Arro Expansion Bolt Com- 
pany. The company’s complete line of 
products is shown along with dimen- 
sional, packing and weight informa- 
tion. 

For Details Circle 209 on INQUIRY CARD 


PORTABLE GARDEN SPRAYER 
bulletin issued by Root-Lowell Corp., 
describes features and illustrates 
Spraycat model 6210 designed for the 
homeowner. 

For Details Circle 210 on INQUIRY CARD 
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ELIMINATE WORKING HAZARDS 
and high costs of ordinary hammers 
with this tough Tenite butyrate plas- 
tic tip hammer. Threaded, replace- 
able tips are screwed directly to the 
head.—The Custanite Corporation 
For Details Circle 145 on INQUIRY CARD 


“BREADETTE” masterware bread 
box features restyled embossing on 
the door and a new, improved knob. 
It is available in all-chrome, all-cop- 
per, chrome and enamel, copper and 
enamel.—Master Metal Products, Inc. 
For Details Circle 146 on INQUIRY CARD 


ARISTOCRAT MAIL BOX is sized to 
hold a generous quantity of letter 
mail, loops hold newspapers and mag- 
azines. Made of wrought iron, with 
black and white baked enamel finish. 
—Leigh Building Products 

For Details Circle 147 on INQUIRY CARD 


NOVEMBER 1958 


COLONIAL LOG RACK is the new, 
clean and easy way to carry and store 
logs for the fireplace. Features open 
end steel cradle and strong canvas 
carrier with matching wooden han- 
dles.—Seymour Manufacturing Com- 
pany 
For Details Circle 148 on INQUIRY CARD 


ALL-PURPOSE SAUCEPAN is ac- 
tually seven appliances in one. Serves 
as double boiler, dutch oven, corn 
popper, casserole, bun warmer, chaf- 
ing dish and saucepan. Handy three 
quart size—Sunbeam Corporation 
For Details Circle 149 on INQUIRY CARD 


ALUMINUM “FOLD FLAT” wall 
and door clothes dryer can be used 
everywhere. It is strong, lightweight 
and non-rusting. Plastic lines pro- 
vide 20 feet of drying area.—Gibson 
Manufacturing Company 

For Details Circle 150 on INQUIRY CARD 


JEWELED BUTTERFLY PULLS for 
cabinet doors and drawers come in 
sizes from 3” to 8” and are made of 
polished abalone shell inlaid in silver. 
—Acme International Custom Hard- 
ware Company 

For Details Circle 151 on INQUIRY CARD 


FLUSH POWER OUTLET features 
ease and safety of wiring. No ex- 
posed lugs or electrical terminals. 
Slidable back plate completely covers 
terminals for protection against are- 
ing.—Bell Electric Co. 

For Details Circle 152 on INQUIRY CARD 


DIPHACIN is a toxic chemical that 
kills rats fast and the can serves as 
a bait station to eliminate messy 
handling. Vacuum packed tins in- 
sure freshness.—Food Machinery and 
Chemical Corporation. 

For Details Circle 153 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





CSE _ 2 - me 
CONTACT CEMENT is a _ water- 
based, non-flammable cement that 
provides a strong bond, yet can be 
washed off hands and equipment with 
warm, soapy water. Applies with 
brush, roller or spray.— Borden 
Chemical Co. 

For Details Circle 154 on INQUIRY CARD 


REVOLVING SPRINKLER with ad- 
justable two-arms with twin nozzles 
has a sled base making it easy to 
move around on the lawn. Sprinkles 
circular areas or odd shapes to fit 
needs of any lawn.—Melnor Indus- 
tries, Inc. 
For Details Circle 155 on INQUIRY CARD 


HEX WRENCH has adjustable 
4-sided jaw that’s easy to put on or 
take off. Gives more leverage and 
positive grip on hex nuts, square 
nuts, valve packing nuts, unions and 
gas cocks.—The Ridge Tool Company 
For Details Circle 156 on INQUIRY CARD 
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TRI-TIX NON SLIP rubber rug coat- 
ing features a brush-on applicator at- 
tached to the top of the plastic 
squeeze bottle. Eliminates need for 
brush or other tools. No mess—Tri- 
Tix, Ine. 

For Details Circle 157 on INQUIRY CARD 


“SNO-PUSHER” operates in all types 
of snow and cleans full 22” width. 
Throws snow to right or left. Has 
full 30 degree angle with five differ- 
ent angle adjustments. — Handy 
Dandy Mower Company 

For Details Circle 158 on INQUIRY CARD 


SQUEE-ZEE UTILITY OPENER 
opens rimmed cans, crown caps, vac- 
uum lids, breaks seals, punches large 
or small holes to control flow, etc. 
Won't bend or break. — Blankform 
Mfg. Co. 

For Details Circle 159 on INQUIRY CARD 


FIBERGLAS TRAY TABLES are 
light but strong as iron. Decorated 
with real colorful butterflies perma- 
nently laminated into background of 
golden metallic strands. Unbreakable 
and scratch-proof.—Quaker Indus- 
tries 
For Details Circle 160 on INQUIRY CARD 


ALL-STEEL CHRISTMAS TREE 
HOLDER is designed for tree trunks 
up to three inches in diameter. Self- 
adjusting springs respond to size and 
weight of tree.—Stal-Van Wire and 
Metal Products 

For Details Circle 161 on INQUIRY CARD 


LOCKING ADJUSTABLE WRENCH 
called the “Crestlock” has a positive 
locking device which engages the ser- 
rations on the adjusting knurl. Ad- 
justed to any opening.—Crescent Tool 
Company 

For Details Circle 162 on INQUIRY CARD 
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the most 
successfully promoted 


products 
in the world.... 


\ HELPERS 


~~” THE KING SIZE 
SALAD MAKER 


slices! chops! shreds! 


Breaking 
rel Sates 
Records / 


$ 4’ 


Retail 


grates! shaves ice! 
Non-slip rubber-tipped fold- 
away legs... won't scratch, 
saves space. Individually pack- 
aged in multi-color display 
carton. Let folks know you 
have Mouli... DISPLAY ‘em 
and watch ‘em go! 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 

For Details Circle 18 on INQUIRY CARD 





MECHANICS’ TOOLS and 


HARDWARE SPECIALTIES 


DO YOU SELL THESE 
JOHNSON SCRAPERS? 


Double 
Wood 
Handles 
Riveted 


Forged Steel Blade 4!/g'' wide x I'/2'' Hardened and then Tempered 
Beveled on the outside making it very handy for sharpening. 


Ne. ’ SSS 

~ aa — 
W ge Plumbers scraper 
v or shave hook 


Furnished with oval, half oval or triangle blades. 
removable by means of a set screw. 


Blades are 


No. 
274 


NY 


A scraper that can be used on both sides for metal and wood. 
The bent blade is 134"' wide. The other end 1%"' wide hardened and 
tempered and can be sharpened very easily. Write for Prices. 


GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 
For Details Circle 19 on INQUIRY CARD 
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Multiply 
your rental 
prospects 


Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


* 
Conversion from polisher to scrub- >} ; 
ber is quick, easy job—you or customer “" 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 


Attachment for adjusting 
brush to deep pile 


of rugs and carpets. 
30 
SALES AND SERVICE CENTERS IN MAJOR CITIES. 


MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 
HOLT MFG. CO. Dept. K-11 

669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 

Please send me details on Holt JW12 for rental use. 


NAME POSITION 





FIRM. 





ADDRESS. 





For Details Circle 20 on INQUIRY CARD 
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Stanley Western Changes 


Robert L. 
Depot 


Frederick P. 
Coholan 


SAN FRANCISCO — Robert L. 
Depot has been appointed Western 
regional manager for Stanley Hard- 
ware, a division of The Stanley 
Works, and Frederick P. Coholan 
named territorial representative for 
Nevada and Northern California, in- 
cluding the San Francisco area. Depot 
succeeds Arthur H. Uhler who re- 
signed from the company. 

Depot joined The Stanley Works in 
1948 and was assigned to the San 
Francisco office in 1950. After work- 
ing as a missionary man and junior 
salesman in the San Francisco area, 
he was appointed territorial repre- 
sentative of Nevada and Northern 
California in 1955. He has served in 
this capacity since that time. 

Coholan joined The Stanley Works 
in 1952 and after a period of factory 
training and special sales work in 
the field, he was assigned to the San 
Francisco office in 1955. Since that 
time he has served as Depot’s as- 
sistant. 


Spilman Joins Berrett 


ARVADA, Colo.—M. H. (Pete) 
Spilman has joined the White-Berrett 
Company, manufacturers’ representa- 
tive firm from the Rocky Mountain 
area. He will work out of his head- 
quarters here. He is succeeding the 
late Morey White, who formed the 
partnership with Emory Berrett, 
headquartering in Salt Lake City. 
Spilman was formerly with the Allen 
B. Carpenter Co., manufacturers’ rep- 
resentative firm for the last nine 
years. 
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CLUB FALL 


ie te 


“HOW TO GET THE MOST OUT OF OUR NATIONAL HOUSEWARES 
SHOWS” was theme at the Housewares Club of Southern California’s fall 
forum held at the Rodger Young auditorium in Los Angeles. Principal 
speakers included Dolph Zapfel, executive secretary of the National House- 
wares Association; Joseph M. Jayne, director of the NHMA and vice presi- 
dent of Plas-Tex Corp.; Lloyd C. Nelson, NHMA director and president of 
Cal-Dak Co., and Al Samson, president of the Housewares Club and vice 
president of U. S. Hardware & Paper Co. Howard Zimmerman, president of 
Wesco Merchandise Co., was chairman of the event. The Housewares Club 
played host to the Pot & Kettle Club, and more than 135 members attended. 
Personalities at the meeting above, are from left, Jayne, Zimmerman, Zapfel, 


Samson and Nelson. 


Atkins Appoints Reps 


SAN FRANCISCO — Atkins Saw 
Division of Borg-Warner Corpora- 
tion announced the appointment of 
Lynn & Brooks as their hardware 
representative in Washington, Ore- 
gon and Caifornia. Effective October 
1, Lynn & Brooks will also represent 
Atkins in hardware in Idaho, Utah, 
Nevada, New Mexico, Arizona, Colo- 
rado, Wyoming and Montana. 

Lynn & Brooks have been actively 
engaged in servicing the hardware 
trade for over 30 years; they have 
an active sales force of 14 salesmen. 
Offices are maintained in San Fran- 
cisco, Denver and Los Angeles. 


Roebling Names Rep 


SAN FRANCISCO — Robert J. 
Gregorie has been appointed sales 
representative in Northern California 
for the wire rope division of John A. 
Roebling’s Sons Corporation. Before 
joining the company in June, 1957, 
Gregorie was associated with the log- 
ging industry in Idaho. 


Clayton Mark S.M. 


Joseph C. Lowey has been ap- 
pointed general sales manager for 
Clayton Mark & Company, Evanston, 
Ill. Lowey for the last 15 years has 
been engaged in the national sales, 
marketing and merchandising fields. 
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ABOUT 


PEOPLE 


Hamilton 
Beach 
Western 
Sales 
Manager 


M. A. 
Hoff 


LOS ANGELES—M. A. Hoff has 
been appointed Western regional sales 
manager by the Hamilton Beach Com- 
pany, Racine, Wis., and will be re- 
sponsible for the firm’s sales and 
sales promotion in all of the Pacific 
Coast states. 

Prior to joining Hamilton Beach in 
September, Hoff held the post of 
builder sales manager for the West- 
ern division of the Hotpoint Company 
which he joined in 1954. Before this he 
was branch manager here for the Gen- 
eral Electric Supply Company from 
1947-54. From 1986-47 he was sales 
supervisor for the Pennsylvania 
Power & Light Company in Bethle- 
hem, Pa. 


McCune 
Appoints 
Vv. P. and 
Sales 
Manager 


R. J. 
de Recat 


SAN FRANCISCO — Appointment 
of R. J. “Bud” de Recat as vice- 
president and general sales manager 
of the McCune Western representa- 
tive firm has been announced by its 
founder and head, Roland E. McCune. 

de Recat joined McCune here early 
this year at the company’s headquar- 
ters office, after many years associa- 
tion with a large Bay Area whole- 
sale hardware firm. McCune Western 
represents marine and sporting goods 
manufacturers in seven key Western 
states. 


NOVEMBER 1958 


DENVER POT AND KETTLE CLUB INSTALLS NEW OFFICER 
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ALL SET FOR 1958-1959 are the newly elected officers of the Denver Pot & 
Kettle Club who were installed Sept. 2. The new faces are, back row, from 
left, Leighton Medill, corresponding secretary, director, Medill Sales Co.; 
Charles Dornbusch, historian, Revere Copper & Brass Co.; Earnest Zueck, 
treasurer, W. G. Cline Co.; and Roy O’Donnell, 2nd vice president, R. J. 
O’Donnell Co. Front row, from left, Harry Lipp, 1st vice president, National 
Gift Seal Co.; M. H. Spilman, president, White-Berrett Co.; and Harlan 
Meyer, retiring president, Rubbermaid Inc. 


Payne 
Names 
Sales 
Manager 


William F. 
Steiner 


LA PUENTE, Calif. — William F. 
Steiner has been appointed sales man- 
ager of The Payne Company here. He 
joined the firm as a factory sales en- 
gineer in the Northern California 
area and later becase assistant sales 
manager. 

His new duties will include the 
planning of national sales programs, 
direction of the company’s sales pol- 
icy, and supervision of the sales force. 


Penberthy Names S.M. 


Arnold N. Lindeman has been ap- 
pointed general sales manager of the 
Penberthy Manufacturing Company 
of Detroit, a division of Buffalo- 
Eclipse Corporation. Lindeman pre- 
viously held the position of chief en- 
gineer with the company. Also an- 
nounced was the appointment of 
Howard E. Strohmaier as_ general 
manager. 


Mirro 
Names 
Western 
Rep 


Glen 
Evans 


SALT LAKE CITY, Utah — Glen 
Evans has been appointed a sales rep- 
resentative for the Mirro Aluminum 
Company in Utah, Idaho and Wyom- 
ing. Evans was formerly associated 
with the U. S. Steel Products Com- 
pany as a sales supervisor. He will 
make his home here with his wife and 
two children. 


Turner Buys Hdwe. Store 


MODESTO, Calif.— The Turner 
Hardware Company announced the 
purchase of the Don Pedro Hardware 
store of Turlock, Calif. Although 
ownership of the store has been 
changed, Hugo A. Peterson, long- 
time manager of the firm, said there 
will be no change in policy or per- 
sonnel. 

The Don Pedro store was formerly 
owned by Ernie Gaster and Otto 
Zimmerman. 
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Your customers 
need them! 


FREEWAY (, 
All Purpose ~ 
Brooms that 
clean sidewalks, 
patios..barbecue 
areas, in any 





So useful because they outlast con- 


ventional brooms by three to one. 


sweep cleaner because Duratex plastic 


fibres actually pick up dust by mag- 
netic action . . . and Duratex is im- 
pervious to commonly used petroleum 
and caustic products. Freeway brooms 


are excellent for industrial and farm 


use, too. 


Let the Freeway Broom sell itself 
for you! Order your supply today in 
the new self displaying cartons. 


AMERICAN 
PUSH BROOM CO. 


114 Fern Street 
San Francisco + ORdway 3-8891 


For Details Circle 21 on INQUIRY CARD 
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Long-Term Leasing Plan 
For Fixtures Introduced 


A long-term leasing plan designed 
to lessen the need for investment cap- 
ital for any merchant commencing or 
expanding into a new operation has 
been introduced by a Minneapolis 
manufacturer. The new plan devised 
by Louis I. Chernoff, president of 
Shur-Nuff, Inc., provides for leasing 
of all fixtures and other equipment 
on contracts running as long at 20 
years. 

According to Chernoff, the plan is 
available to hardware retailers in the 
12 western states. Advantages of the 
plan, according to the company, re- 
quire no cash outlay, give an im- 
proved balance sheet position, make 
available additional working capital, 
inventories, accounts receivable, etc., 
lease payments are fully deductible as 
an expense item for income tax pur- 
poses, and the dealer does not have to 
pay in advance for the use of equip- 
ment, but rather pay as the equip- 
ment is being used. 

Shur-Nuff, Inc., stipulates two re- 
quirements the dealer must meet in 
order to be eligible: (1) minimum ex- 
penditure is $5000, and (2) the mini- 
mum term of the lease is five years. 

The leasing program does not ap- 
ply to fixtures alone. The company 
can include in the lease anything 
which does not become part of the 
real property such as air conditioning, 
lighting fixtures, office furniture, office 
equipment, cash registers, safes, etc. 


Goodrich 
Names 
District 
Manager 


i? 
Fluke 


SAN FRANCISCO—W. L. Fluke 
has been promoted to the post of dis- 
trict manager here of the B. F. Good- 
rich Industrial Products Company. He 
has been associated with the company 
since 1941 when he joined the belting 
staff at Akron, Ohio. 

In 1945 he transferred to the com- 
pany’s Los Angeles district as a ter- 
ritory manager. He moved here in 
1957 as a district sales representative. 


Opens Second Store 


BOISE, Ida.—E. L. Annin opened a 
second hardware store Sept. 4 at the 
Mountain View shopping center here. 
Annin, who operates a store at 5014 
Fairview Ave., said the Fairview 
store will continue to be in operation. 
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— pista CLUB OUTING 


THE BIG MOMENT at the Far West- 
ern Toy Club’s annual outing was the 
presentation of the grand prize to 
Linda Quirk by TV star Capt. Sat- 
elite (left) and club president Al 
Ormsbee. The lucky winner and her 
parents were guests of Bill Faulknor 
at the event which was the most suc- 
cessful ever staged by the club. It was 
held at Flood Park in San Mateo 
County, Calif. 


Birkenwald 
Announces 
Sales 

Staff 
Appointment 


Gordon E. 
Besaw 


PORTLAND, Ore.—The Birkenwald 
Equipment Co., and Birkenwald Man- 
ufacturing Co., here, announced the 
appointment of Gordon E. Besaw to 
the fixture sales staff as manager of 
the specialty section which will han- 
dle sales, merchandising and layout 
for hardware stores. 

Besaw’s appointment coincides with 
Birkenwald’s expansion into the field 
of fixtures, fixture hardware, and 
merchandising service. His sales and 
merchandising background covers 
eight years with Montgomery Ward, 
Portland, as salesman and assistant 
department head, and eight years 
with Marshall-Wells, first as traveling 
merchandiser and salesman, and his 
latter four years with the firm as 
store engineer in Seattle and Port- 
land. 


Ru-Son Appoints S.M. 


James R. Carr has been appointed 
national sales manager of Ru-Son 
Products Co., Jersey City, N. J. 
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Halliday 
Company 


New 
Moves 


Washington 
Sports 
Shop 

Ed. J. Owners 


Halliday alm 
vf Be a. Lee Nelson H. 


BURLINGAME, Calif.—Ed. J. Hal- mere aeariies siacieeemaanae 
liday Company has moved from San 
Francisco to 1541 Adrian here. TACOMA, Wash. 

The firm has served for six years 
as the Packard-Bell distributor for 
Northern California. They are now 
handling the high fidelity line of 
Stromberg-Carlson, division of Gen- 
eral Dynamics Corp., of Rochester, 
ee They are also distributing erated continuously since 1872. 
the Norelco home and car radios. The The new owners are J. S. Martinac, 
firm is distributing these lines on a Lee Benton and Nelson H. Van De IT WORKS LIKE MAGIC 
limited selected dealer basis with pro- 
tected franchises. 

Ed. J. Halliday, owner of the firm, 
was with Leo J. Meyberg Co. of San 
Francisco for 25 years before estab- 
lishing his own firm. 


Three of Ta- ning Council and the Tacoma Cham- 
coma’s younger business executives ber of Commerce. 

have taken over active ownership and Van De Mark, 36, will serve as sec- 
management of the Washington retary and general manager of the 
Hardware Company which will be firm. 

known as Washington Sports Shop, 





Inc., retail firm which has been op- 


Mark. Martinac, 37, is a member of a ‘ ; 
pioneer family and a graduate of the All you have to do, in your 
Collewe of Puget So mA end the Un spare moments (?), is circle the 
ollege o uget Sound and the nl- é ? 2 be ges 
. > UWechi . number on the INQUIRY CARD 
versity of Washington. He is also Facit “ss re ait Ye ail it 
president of the Martinac Shipbuild- RS SOE 5 SES eee 
Corp postage free to “Hardware 
ing Corp. Ww . 9 . 
, : | orld.” Like magic .. . infor- 
Benton, has been in the practice ” oe I . 
1941 mation on any advertised item 
‘ will be forwarded to you. It’s 
just as simple as that... . Circle 
as you read and put us to work. 


Payne Expands Staff 


of public accounting here since 


LA PUENTE, Calif.— The Payne His affiliations include joint owner- 
Company announced the appointment ship of Imported Motor Cars Inc., and 
of Don Driver as a sales engineering Autohaus, Inc., the American Insti- 

; ; 7 ap Pies ea oS aie hee Ae eat 
representative in the Southern Cali- tute of Certified Public Accountants, 
fornia area. member of the Tacoma Estate Plan- 











ta TAPS Oe’, 
SH a iniaee 
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enter ee 
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For steam, hot or cold 
water, oil, gas and compounds. 


+a ene eeeew 


hm _ ~ cammaanecan’  senasooanana 





TERS Be 5 pc. SOLID BRASS HOOD ENSEMBLE Si 
APRN EE With matching filigree fireset...sen- oo.|6UF° 
Sensitive eee Rugged teases  sationally priced at only f — - 
: SI 68-31 BLACK MESH + 68-32 BRASS MESH 
Designed for rugged service. These valves 
are also available with rubber poppets for } Remember! YOUR REGULAR DISCOUNT APPLIES 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 2 pan stae . 
in seven sizes, 200 lbs. pressure. Won’t bypey Versa d Write for 16-Page 
stick. We will design special Check esses Anes! Green Value Tag Booklet 
Valves. Tell us your needs. , , 
Write today for Bulletin 1002, or 
telephone Harrison 3313 today. 


P write tor \ .STRATAFLO PRODUCTS, INC. 


FREE Catalog. 
ne vc: Ariel sncb eso 4865 San Fernando Rd. West ¢ Los Anceles 39, Calif. 
For Details Circle 22 on INQUIRY CARD For Details Circle 23 on INQUIRY CARD 
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NEW 
| 100% NYLON 
MASON'S LINE 


(BRAIDED or TWISTED) 


A new item. Now used by masons, car- 
penters and professional mechanics . . . 
increasingly popular with home craftsmen, 
sportsmen and hobbyists. 100 ft. spools are 
packaged in this special display package. 
Wide variety of other put-ups. 


Order from your jobber. 


OM CORDAGE 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK &, N. Y. 
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when they say 
“HAND SAW’”’ 
you say 


SANDVIK 


SORGTEE ccenc wie 


Saw & Tool Division 
1702 Nevins Road, Fair Lawn, N. J 
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IN MEMORIAM 


RALPH E. SCHWARTZ 


WINNIPEG, Canada — Ralph E. 
Schwartz, 60, vice president in charge 
of operations for Gamble-Skogmo, 
Inc., died Sept. 12 as a result of a 
heart attack while on a business trip 
here. 

Schwartz had been a vice president 
of Gamble-Skogmo since 1953 and 
was president of Macleod’s Ltd., a 
Canadian subsidiary of Gamble-Skog- 
mo. He was also president of Wood 
Alexander, a wholesale hardware dis- 
tributing firm with headquarters in 
Hamilton, Ontario, a Gamble-Skogmo 
affiliate. 

He joined Gamble-Skogmo in 1929 
and managed the Atlantic store, Iowa 
company store until 1932 when he was 
transfered to manage the wholesale 
and retail operations at Rapid City, 
South Dakota. In 1940 he was pro- 
moted to position of district manager 
for the North Dakota and Northwest- 
ern Minnesota area. In 1946 he was 
elected president and general man- 
ager of Macleod’s Ltd., and later to 
the position held at the time of his 





| death. 





A. ROLAND TOLLEFSON 


TACOMA, Wash.—A. Roland Tol- 
lefson, 47, manager of Washington 
Hardware Company retail store, died 
in a local hospital Sept. 3. 

Tollefson was a former longtime 
president of the Valley Baseball 
League and was secretary of the City 
Basketball League for many years. 
He was a graduate of Stadium High 
School and the College of Puget 
Sound and a member of the golf teams 
at both schools. He was also a mem- 
ber of the Tacoma Executives Club. 


PHILIP H. GOLDSMITH 


MUNICH, Germany — Philip H. 
Goldsmith, chairman of the board of 
directors of MacGregor Sport Prod- 
ucts, Inc., died on Sept. 18 in a hos- 
pital here. He suffered a heart attack 
while on a European vacation. 

Goldsmith entered the sporting 
goods field in 1916 as a shipping clerk 
for P. Goldsmith Sons Company, 
founded in the 1870’s by his grand- 
father, Philip Goldsmith. 

He rose to the presidency of his 
firm and in 1956 was named board 
chairman. 


PHILIP BRADFORD NILES 


NEW YORK, N. Y.—Philip Brad- 
ford Niles, vice president and director 
of The Yale & Towne Manufacturing 
Company, died here Sept. 24 follow- 
ing a long illness. He was 56. 

Niles joined Yale & Towne as a 
vice president in 1949 and was elected 
a director of the company in 1956. 





California Gift Show 
Opens in L.A. Jan. 18 


LOS ANGELES—The 48th Calif- 
ornia Gift Show will convene in Los 
Angeles Sunday through Friday, 
January 18-23, it is announced by 
George C. Good (Good & Co.), chair- 
man of the Show Committee. The 
six-day event will be quartered at 
the Ambassador and Biltmore Ho- 
tels, and in the Merchandise Mart 
and Brack Shops to accommodate the 
turn-out of 540 exhibitors. 

“We expect buyer attendance to be 
the highest ever,” Good said. “Amer- 
ica is swinging back with a surge 
from the business setback, and the 
coming season promises to set new 
records. With new techniques and 
creations in the gift field constantly 
bringing changes, a buyer could not 
miss this market and_ still stay 
abreast of the trends.” 

Social highlights will include The 
Gift & Art Club’s dinner dance, the 
Brack Shops Association’s cocktail 
party and the breakfast for 1050 buy- 
ers and exhibitors, presented by the 
Show Committee. Edmund Altschul 
(Altschul Sales Co.) was. elected 
chairman of the Breakfast Sub-Com- 
mittee, which includes Bertha Appel- 
man (Nat Gavender Inc.), Leo Berner 
(same firm), Dave Caro (Geo. Borg- 
feldt Corp.), Russ Chastain (Broad- 
way Department Stores), Joel Green 
(Irving W. Rice & Co.), Reed Hixson 
(Hixson Enterprises), Al Levy 
(Treasure Craft), Fred Meyer 
(Geary’s), Ruth Ponoroff (Arkin Buy- 
ing Office) and Jim Wilkins (May 
Co.). 

New members of the Show Com- 
mittee, in addition to Chastain and 
Green, include Mrs. Margaret Fos- 
kett (Bullock’s), Olive Phillips (Auer- 
bach’s-Salt Lake City), David Chow 
(David Chow & Co.), H. Earl Gustkey 
(Gustkey-Flanagan), Oscar Jacob 
(American Bravo Co.), Niel East- 
lund (Frederik Lunning Inc.), Lans- 
ing Kwok (Wing On Co.) and Roy 
Sanborn (Roy A. Sanborn Co.). 


NHMA Show Jan. 12-16 


The National Housewares Manu- 
facturers Association winter exhibit 
scheduled for Jan. 12-16 at Navy Pier 
and Drill Hall, Chicago, Ill., will be 
Monday-through-Friday show for the 
first time in winter exhibit history. 

Registration for the winter show is 
expected to at least equal that of last 
January when 11,007 buyers were 
registered from the 48 states, Canada 
and 17 foreign countries. 

All of the 350,000 square feet avail- 
able in Navy Pier and the adjacent 
Drill Hall will be used to provide more 
than 1200 booths. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Nov. 7-9 MIDWEST SCHOOL OF RETAIL MANAGEMENT AND 
TRADE SHOW, Navy Pier & Hotel Knickerbocker, Chi- 
cago, Ill. (Garden Supply Merchandiser, 8633 Loch Raven 
Blvd., Towson, Maryland) 


Jan. 11-15 INDEPENDENT HOUSEWARES, VARIETY AND NOV- 
ELTY MERCHANDISE EXHIBIT, Ritz Carlton Hotel, 
Chicago, Ill. (Jules Karel, Independent Housewares Ex- 
hibit, Inc., 8 S. Dearborn St., Chicago 3, III.) 


Jan. 12-16 NATIONAL HOUSEWARES EXHIBIT, Navy Pier & 
Drill Hall, Chicago, Ill. (Dolph Zapfel, Merchandise Mart, 
Chicago, Ill.) 


Jan. 18-23 CALIFORNIA GIFT SHOW, 48th, Ambassador and Bilt- 
more Hotels, Brack Shops, Merchandise Mart. (Trade 
Shows Ltd., 3510 Council St., Los Angeles, Calif.) 


Jan. 30-31, EASTERN SCHOOL OF RETAIL MANAGEMENT AND 
Feb. 1 TRADE SHOW, Hotel Statler, New York City (Garden 
Supply Merchandiser, 8633 Loch Raven Blvd., Towson, 

Maryland) 


CHINA, GLASS & GIFT MARKET, Merchandise Mart, 
Chicago, Ill. (Thomas V. King, The Merchandise Mart. 
Chicago 54, Ill.) 


GIFT, CHINA, GLASS, STATIONERY & HOUSEWARES 
SHOW, Exhibit Hall, San Francisco, Calif. (Kay Leber, 
1355 Market St., San Francisco, Calif.) 


WESTERN WINTER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, 1355 Market St., San 
Francisco, Calif.) 


INTERNATIONAL HARDWARE TRADES FAIR, Lon- 
don, England. (Universal Exhibitions Ltd., 74 Holland 
Park, London, England, Eileen Harborne, Managing Di- 
rector) 


HOME IMPROVEMENT PRODUCTS SHOW, Coliseum, 
New York, N. Y. (Home Improvement Products Show, Rob- 
ert Pomerance, show director, Coliseum, New York, N.Y.) 


CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW, Exhibit Hall, San Francisco, 
Calif. (Krueger B. Jacobsen, 122 9th St., San Francisco, 
Calif.) 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION & SHOW, Great Western Exhibit Center, 
Los Angeles, Calif. (Otto H. Grigg, 1519 So. Garfield, Los 
Angeles, Calif.) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas. (Allied Exhibitors, Inc., 3832 Wilshire Bivd., 
Los Angeles, Calif.) 


March 8-10 PACIFIC SOUTHWEST HARDWARE AND HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Association, Otto Grigg, 1519 
So. Garfield, Los Angeles, Calif.) 


March 8-11 DENVER GIFT & JEWELRY SHOW, Hotel Albany, Den- 
ver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 


March 9-14 AMERICAN TOY FAIR, 56th, New Yorker and Shera- 
ton-McAlpin Hotels, New York, N. Y. (Toy Manufactur- 
ers of the U. S. A., Inc., 200 Fifth Ave., New York, N. Y., 
Ben Robinson) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 








New Package 
for Bassick 
‘‘Nomar’’ Cups 


In their new attractive window pack- 
age Bassick “Nomar” furniture cups 
rate a top spot on your display counters. 

The convenient package of four 
makes it easier than ever for customers 
to see and buy these top quality furni- 
ture rests. Made of non-marking, un- 
breakable phenolic composition, they 
fit any furniture, spread the weight, 
protect floors and floor coverings. Two 
fast-selling sizes, 13g or 15g” dia. Nos. 


NDC-6 and NDC-7. 


=) 
i 


These finest floor protectors are de- 
signed to attach to furniture legs, dis- 
tribute the weight and protect floors. 
They allow easy sliding. THe Bassicx 
CoMPANY, Bridgeport 5, Connecticut. 
In Canada: Belleville, Ont. 


Bassick 


Excellence} S'ON © 


STEWART- WARNER CORPORATION, 
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Moore Names Western Rep 


LOS ANGELES—Charles J. Ahern 
Associates have been named sales rep- 
resentatives for the complete line of 
Moore Push-Pin Co., Philadelphia, Pa., 
in the 10 Western states of Califor- 
nia, Washington, Oregon, Utah, Idaho, 
Montana, New Mexico, Arizona, Wy- 
oming and Nevada. 

The Ahern Company makes _ its 
headquarters at 414 South Catalina. 


Midwest Mowers V.P. 


Paul H. Christensen has been ap- 
pointed vice president in charge of 
sales of Midwest Mowers Corp., St. 
Louis, Mo. He was previously sales 
manager of the firm. 


Trade Shows V.P. 

LOS ANGELES — Trade Shows, 
Ltd., show management firm here, an- 
nounced the appointment of Reed Hix- 
son as vice president effective Nov. 1 
For the last four years Hixson was 
associated with Jo Hixson in the op- 
eration of Hixson Enterprises, whole- 
sale gift and decorative accessories 
firm in the Brack Shops. 


Yale Sales Manager 


Thomas N. Parlon has been named 
sales manager for Yale electric lift 
trucks by Clyde R. Dean, Jr., general 
sales manager, Yale Materials Han- 
dling division, The Yale & Towne 
Manufacturing Company, Philadel- 
phia, Pa. Parlon replaces Charles E. 
Howard who has been named manager 
of attachment sales development. 


New Disston V.P. 


J. C. Hydrick has been named vice 
president and general manager of the 
Disston division of H. K. Porter Com- 
pany, Inc., Philadelphia, Pa. Hydrick 
joined the company as plant engineer 
of the Quaker Rubber division in 1950. 

Also announced was the appoint- 
ment of David C. Cannon as assistant 
to the general manager. He was for- 
merly with Lawson Manufacturing 
Company where he served as vice 
president in charge of sales. 


Celanese Sales Director 


Edward W. Melvin has been ap- 
pointed assistant director of sales, 
Resin Products department, of Cel- 
anese Corporation of America’s plas- 
tic division. He joined the company in 
1956. 








Write for Free 
Literature 


SCREW ANCHORS me JACK NE 
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The Most Dramatic 
‘PADLOCK PACKAGE 


in the world... 


‘Slaymaker 


LANCASTER, PA. 
For Details Circle 29 on INQUIRY CARD 


World’s Largest 
Producer of 


Brass Padlocks 
OcK co. 


more 


ACCO 


products 


AMERICAN CHAINS gga 


hen CHAIN 


for Farms, Homes, Industry Ww se 
and Transportation 





co 





for Steady Profits all year 'round— 


Buy AMERICAN 


Display AMERICAN 


in this sales-making Stand 


Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 


American Chain Division 


AMERICAN CHAIN & CABLE 


York, Pennsylvania * Bridgeport 2, Connecticut 
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NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 


og trate Thousands of uses. Sold by leading 





jobbers and dealers everywhere. Comes 
in 2 oz. and 6 oz. 


= 


__VAL-A COMPANY 


For Details Circle 31 on INQUIRY CARD 


Same high quality patching cement in a 
handy plastic squeeze 
inates messy paddies, brushes, and waste. 
Tehr-Greeze patches 
ond repairs any material it can fene- 


Easy to apply . . 


plastic bottles. Also 
packed from 2 oz. to | gallon in glass. 
Write for prices and literature. 


700 W. Root St., Chicago 9, Illinois 
YA-7-9442 


Come in attrae- 


bottle that elim- tive 3-color 
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Westerner Retains 
World Casting Title 


BRUSSELS, Belgium—Jon Taran- 
tino of San Francisco, world casting 
champion, successfully retained his 
title in competition with contestants 
from 13 countries. 

The champ racked up a total of 
13,959.8 points against runner-up Ben 
Fontaine of New Orleans who scored 
11,024.4 points. Tarantino won the 
fisherman fly accuracy distance, the 
fly distance, and the distance salmon 
events in the five-day competition 
held here Sept. 17 through Sept. 21. 

The two-time winner also regis- 
tered points by placing second in the 
skish weight 17.72 and in the distance 
weight 17.72 events. He scored a first 
for the weight accuracy and distance 
combination with 4679.6 ICF points. 
He was also first in the fly distance 
and distance salmon combination with 
3000 points. 

This was the second world cham- 
pionship staged by the International 
Casting Federation. Competition was 
held in 10 different categories of fish- 
ing accuracy and distance. 

Another Westerner who took part 
in the competition was Myron Greg- 
ory, IFC president, who finished 12th 
in the fly casting event with 9246.4 
points, third in the distance salmon, 
ninth in the combination A fly accu- 
racy, third in the combination B fly 
accuracy and eighth in the combina- 
ing accuracy and distance. 


Marksman Expands 


LOS ANGELES—Marksman Prod- 
ucts, a division of Morton H. Harris, 
Inc., have added 25 per cent addi- 
tional space to their present manu- 
facturing: facilities. The event coin- 
cides with the celebration of their 
12th year in the sporting goods and 
toy business. 
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SOLVES BASEBALL BAT DISPLAY PROBLEM 


a i rnd 











COMBINATION DISPLAY AND STORAGE RACK at Live Hardware Com- 
pany, South Pasadena, Calif., serves a three-fold purpose: (1) sells more bats 
because people can see them; (2) keeps bats in better condition unlike stor- 
age in barrels which meant bats were scratched and dented; and (3) lets hard- 
ware customers know there is a sporting goods section. Because the merchan- 
dise is neatly displayed, customers stop, look and handle the bats. As a result 
sales have increased in the entire sporting goods section. 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 





PORTABLE SHOOTNG KIT features 
a built-in backstop and makes an 
ideal gift. Includes Pellgun pistol, 
250 rounds of Super Pell powderless 
ammunition, targets, steel carrying 
case.—Crossman Arms Co., Inc. 

For Details Circle 261 on INQUIRY CARD 


ALUMINUM WATER SKIS are 
lighter and stronger than conven- 
tional models. Permanently bouyant 
because each ski has a built-in air 
pocket, they will not rust or become 
waterlogged, chip or splinter.—Leon- 
ards Metal, Inc. 
For Details Circle 262 on INQUIRY CARD 
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HAND CONDITIONER 


NO-SLIP GRIP is assured by Skor, a 
liquid which is rubbed into the hands 
making them tacky until the hands 
are washed. Keeps hands smooth and 
soft. Comes in a leak-proof plastic 


squeeze bottle—Ru-Son Products Co. 


For Dvtails Circle 263 on INQUIRY CARD 
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SKI-IDENT boot sole scraper enables 
skier to clean off sole of his boot and 
fit boot into harness safely and cor- 
rectly. Made of tough, weather-proof 
stainless steel—Moody Machine Prod- 
ucts Co., Inc. 

For Details Circle 264 on INQUIRY CARD 


UNBREAKABLE PLASTIC fishing 
tackle box called “The Kingfisher” 
will not break, crack or dent. Three 
cantilever trays are corklined. Has 
solid brass hardware and nylon latch. 
—Plano Molding Company. 

For Details Circle 265 on INQUIRY CARD 


SEAMLESS STEEL FISHING tackle 
box features four methylstyrene 
trays mounted on cantilever action, 
opening to allow full access to the 
bottom section of tackle box.—Union 
Steel Chest Corporation. 

For Details Circle 266 on INQUIRY CARD 


PRE-WOUND SPOOLS for Mitchell 
spinning reels allow dealer to simply 
exchange empty spools charging cus- 
tomer for the line only. Pre-wound 
with Garcia Platyl monofilament.— 
The Garcia Corp. 

For Details Circle 267 on INQUIRY CARD 


COLLAPSIBLE LANDING NET fits 
securely in the rod handle. Featured 
in two Langley spinrods and two fly- 
rods equipped with the unique Pop- 
Out Net.—Langley Corporation. 

For Details Circle 268 on INQUIRY CARD 


EXCLUSIVE JAP 6.5 and 7.7 loaded 
ammunition is now available. These 
cartridges come packed in water-re- 
pellent, plastic coated boxes of 20 at 
$4.30 per box.—Norma-Precision. 

For Details Circle 269 on INQUIRY CARD 
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SPORTS LITERATURE 


FISHING TACK- 
LE catalog is- 
sued by True 
Temper Corpora- 
tion features 
complete range 
of fresh water 
and salt water 
rods and reels, 
plus related 
sporting goods. 
Indexed catalog 
gives full descrip- 
tive data. 


For Details Circle 
270 on INQUIRY CARD 











SAFE BOATING PRACTICES are explained in this 
12-page, easy-to-read manual published by Aluminum 
Company of America entitled “Howdy Skipper.” The 
booklet is designed to help small boat owners achieve 
maximum enjoyment and safety with their craft. The 
booklet contains useful pointers on the correct operation 
of small boats. Rules of the road, weather signals, and 
water skiing are also covered by the booklet, approved 
by the Outboard Boating Club of America. 

For Details Circle 271 on INQUIRY CARD 


EPPINGER’'S CATALOG issued by Lou J. Eppinger 
Mfg. Company contains 32 pages of fishing tips and pic- 
tures, pictures of proud fishermen, their prize catches, 
with stories of how and where they caught them. Also 
included are complete listing and illustrations of Eppin- 
ger’s Daredevles lure. 

For Details Circle 272 on INQUIRY CARD 


PFLUEGER TRADE CATALOG 94 issued by The 
Enterprise Manufacturing Co. is a 76-page soft cover 
book which describes and illustrates the company’s com- 
plete line of fishing tackle. Also included are a section 
on reel line capacities and a complete list of repair parts 
for Pflueger reels. 

For Details Circle 273 on INQUIRY CARD 


“THE ART AND SCIENCE OF BACK PACKING” is 
the title of this four-page folder issued by Himalayan 
Pak Co., for use by dealers. The attractive, two-color 
piece presents a complete and modern approach to back 
packing, listing seven fundamental rules. Folder is broken 
down into sections about the history of back packing, 
methods, fundamental rules and common mistakes, as 
well as care and maintenance. 
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“HOME RANGE HINTS” is a comprehensive brochure 
prepared by the Detroit Bullet Trap Co. which covers in 
detail specifications required to construct an _ indoor 
shooting range in a basement or garage, for sporting 
goods stores, gunsmiths, schools, ete. 
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for Big Value, Big Sales, and 
Big Profits in Sportswear! 


#774 JONES 
STYLE CAP 


al 
L2~ 


’ 


a TR 


#1549 SNO CAP CREEL 


SS 


ow cap teat 


ys #1367 FISHING VEST 
= 
ms 


t 


a 


4 ; 
% %772 HUNTING CAP 


% 740 FISHING CAP 


©1268 FISHING JACKET 


& 1579 FISHING CREEL #1559 HANDY ANDY 


# 1569 FISHING CREEL 


eC 
syou con't buy better Write for = ( y 


: life.” & N ye 
sisi to save your free literature \o™e/ 


CUMBERLAND 
Vapatee #20! 





THE AMERICAN PAD & TEXTILE CO. 
SPORTSWEAR DIVISION 
GREENFIELD, OHIO 
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NEW... 


midget pliers 
added to 


INDEX TO ADVERTISERS 








e (This index is published as a conveni and not as a part of the advertising contract. Every 
line care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer | K 
to Inquiry Card Number which can be Mathias Klein & Sons 
circled on inquiry card on page 50 ee ae 
when desiring further information 


cbout advertisement. 





Chas. O. Larson Co. 


A M 
W. D. Allen Manufacturing Co. Marshalltown Trowel Co. 
American Chain & Cable Co., American Melnor Industries, Ine. (12) 
Chain Divi .......; eee ‘ Robert E. Miller & Co., Inc. 
American Pad & Textile Co. ; 53 Millers Falls Co. 
American Push Broom Co. ... OE Molly Corporation 
O. Ames: Co. .. . eo ital ( Mouli Manufacturing Co. 


Arvey Corp., R-V Lite Div. 


Hardly larger than a package of your eS Fae, 
favorite cigarettes, these new Klein | phe Bassick Co. 
Midget Pliers will simplify many of — poonton Molding Co. 
those small jobs where space is @ 
confined. Quick Manufacturing, Inc. 
Midgets in size but giants in perform- 
ance, they solve major problems when 
wiring up electronic assemblies; mak- | Champion DeArment Tool Co. ...Second Cover 
ing model trains, airplanes, automo- | Cyclone Fence Dept., Amer. Steel & Wire 
biles, or in any extremely small or Div., United States Steel .. 
confined work. 
These new midgets are additions to 
the famous Klein line of high-quality 
pliers that are backed by over a century | Sandvik Steel, Inc., Saw & Tool Div. .. 
of manufacturing experience. See your Fuller Tool Co. The Sherwin-Williams Co. . 
dealer. | Slaymaker Lock Co. 


Southern Screw Co. 


Cc 


Rak Devt Doels: vcovives sewn Third Cover 


Ss 


No. 257-4 Oblique Cutting Plier Size 4 in. 


321-4'%4 Long Nose Plier 4% in. 


322-41 (Without Knurl) 4% in. John H. Graham & Co., Ine. 
224-41 End Cutting Plier 4% in. 


Strataflo Products, Inc. 


H Val-A Company 

Free Bulletin on Klein Pliers 
Holt Manufacturing Co. 
Bulletin 758 lists the many 
various pliers in the Klein 
line. A copy is yours for the Warp Bros. (37) ..Back Cover 
asking. Write for it today. , Wilshire Manufacturing Co. 

: | Irwin Auger Bit Co. (1) Front Cover G. F. Wright Steel & Wire Co. .......... 


Mathias & Sons William Johnson, Inc. Yard-Man, Inc. 


7200 McCORMICK ROAD «© CHICAGO 45, ILLINOIS 
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' ars THE a 
LOOK! Smo-o-o-th Edge 6-— qa 
Ti 


SO AY, oe Aer Oe Bee | j of 
BRIGHT WIRE 


Wright Weldedge Hardware Cloth GOODS 


has strength and rigidity . . . heavy gal- Larson Bright Wire Goods 
vanizing . . . uniform and smooth edge... are packaged in extra heavy 
unrolls straight and flat. 2x 2,3x3,4x4 tan kraft boxes. Yellow la- 
and 8 x 8 mesh. bels with half tone illustra- 


3 ; / — K)) tions are used giving com 
Available from jobbers everywhere = plete information. 


All Larson products are 
WRIGHT ¢ ] ns pe ected. 


100 sorted and 


G. F. WRIGHT STEEL & WIRE CO. 


Larson's Bright Wire 

WORCESTER, MASSACHUSETTS —\—e= goods fit the need of 
Sales Office and Warehouse: every consumer. 

909 Santa Fe Ave., Los Angeles, Cal. 


A ks Ry Gl we See Your Jobber or Write to 


84 ABBE ins 9 cn i 
Tere Le CHAS. O. LARSON CO. 
Mt Laas So 
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Learn More About Selling... 
CHINA and GLASS 


A REFERENCE AND SALES AID BOOKLET 
for Salespeople in Housewares 


China and Glass was written by the late H. Q. Wilson who served in 

the china and glass industry as both a buyer and a manufacturers 

sales representative for many years. This 56-page book gives the 

basic information that is important to all salespeople. It reveals 

. the historical background, describes the manufacturing methods, 

Thr history, Giplarton, sod selling ; and presents the fundamentals in merchandising of pottery, dinner- 
of Clan ant Glees, uetinve apecielly ware and glassware. 


to aid retail buyers and sale« taff 
improve volume and profit 


BUY A COPY FOR EVERY SALES PERSON IN YOUR STORE 

. . at the special price of 25 cents each. Send cash or use our 
inquiry card. Just circle on the inquiry card the corresponding 
number that is listed below. List after “Remarks” how many copies 
you want. They will be sent to you along with an invoice. Pay 
later. 


HARDWARE WORLD SERVICE BUREAU ° 1355 Market St., San Francisco 3 
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FACTORY REPRESENTATIVES 
WANTED 

We have an ideal opportunity for 
manufacturers, agents or representa- 
tives with exclusive territory. We are 
an old established manufacturer in 
our field and are expanding our mar- 
kets. We need representation § in 
many areas to present our merchan- 
dise and program and establish key 
dealers and maintain contacts. The 
market is wide open with high earn- 
ing potential. Good contacts with 
hardware and garden trade dealers 
desirable. Write P. O. Box 378, Osh- 
kosh, Wisconsin. 


LOOKING FOR REPRESENTATIVE 
interested in retiring. Will buy out- 
right or work on partnership basis. 
Prefer locating in Northern Calif. 
Have 10 years’ experience as success- 
ful representative. Address Box 
A-925, care HARDWARE WorLp, 1355 
Market St., San Francisco 3, Calif. 


Calspray Plant Plans 


KENNEWICK, Wash. — Plans for 
the construction of a $4,600,000 chem- 
ical fertilizer plant here were an- 
nounced by the California Spray- 
Chemical Corporation. Engineering 
work on the new plant is expected to 
begin immediately with completion 
scheduled for the end of 1959. 


Corbin Ass't S.M. 


The P & F Corbin division of The 
American Hardware Corporation an- 
nounced the appointment of Clarence 
H. King, Jr., to the newly created 
position of assistant sales manager. 


st 
FOR 


0 


RES 
SALE 








Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





ITIES 


MANUFACTURERS AGENT 
WANTED 
Established San Francisco agent seek- 
ing sub-agent calling on hardware, 
plumbing and builders supply whole- 
salers in Northern California for na- 
tional lines on building wire, cords, 
cables, tape and steel conduit. Phone 
Yukon 2-0788.—Mr. Curry. 
FOR SALE 
Retail Hardware and Paint Store in 
thriving suburban Shopping Center, 
20 miles from L. A. Established 3% 
years. Association fixtures. Good 
lease. Net $20,000 profit last year. 
Owner’s health necessitates sacrifice. 
Inventory and fixtures. Address Box 
A-923, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 
SALESMEN WANTED 

To sell complete line of Carbide saws, 
knives and bits to the wood industry, 
mills, factories, cabinet shops build- 
ers and carpenters. Line could be 
used as supplement for salesmen car- 
rying other lines. Address Box A-924, 
care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 
B&C Appointment 

HOLLISTER, Calif.— The Brown 
and Chappell Co. announced the ap- 
pointment of Howard D. Anderson as 
president and general manager. An- 
derson served as office manager for 
the local hardware firm from 1949-53. 

For the last five years Anderson 
has been an accountant for Food Ma- 
chinery Co. in San Jose, Calif. He 
holds a degree in business administra- 
tion from the University of Califor- 
nia, 


Helena Firm Sold To 
S. W. Shames & Assoc. 


HELENA, Mont.—The M. Holter 
Hardware Co., oldest continuous busi- 
ness firm in Montana and surrounding 
area, has been sold to S. W. Shames 
& Associates of Denver. 

The announcement was made by 
Norman J. Holter, spokesman on be- 
half of the firm’s owners and grand- 
son of Anton M. Holter, who founded 
the business 92 years ago. 

The new owners announced plans 
to dispose of the assets of the corpo- 
ration and sell or lease the three real 
estate properties of the firm, which 
include two warehouses and the up- 
town store, 


Harris to Promote Empire 


P. J. Harris has been appointed ad- 
vertising manager in charge of con- 
sumer and trade advertising and pub- 
lic relations for Empire Brushes, Inc., 
Port Chester, N. Y. 

Formerly a marketing and adver- 
tising manager for the paper cup di- 
vision of Hudson Pulp & Paper Corpo- 
ration, he will oversee the expanding 
sales promotion, merchandising and 
advertising program. It has also been 
announced that Empire will produce 
a constant flow of new products and 
new packaging, increasing on-the- 
spot impulse sales. 


Under Remington Name 


Remington Arms Company, Inc., 
announced that chain saws and other 
portable gasoline, electric and air- 
powered tools, formerly made and 
sold under the name of its wholly- 
owned subsidiary, Mall Tool Com- 
pany, will now be made and sold 
under the Remington name at Park 
Forest, Ill., and Toronto, Canada. 
Mall Tool Company, as a_ separate 
corporate entity, was dissolved as of 
Sept. 30. 





REGULAR— 


7 sizes for every need 


OF Si 
gots tage Ne 
‘ 2 7 . 

2, +e > 


One set of 4 In a 
3-color box. 12 boxes 


in a 3-color display carton. 
SIZES: 14", 1%", 9", %", "V2", %"- 





Ask your jobber or write—[%e):J7 3a an uns © melo 


DOMES oF SILENCE 


Extra case hardened. Excellent mirror finish, 
plus a heavy nickel plate. , 


FURNITURE LEVELER— 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—i"" base, 4 on 
card; I'4"", 2 on card; 
1Y2"", 2 on card. Drive 
into universal socket or 
5/16" hole, 


.__ 


INC., 35 Pearl St., 


ona 
3-color 
card 


one set of & 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 


New York 4, N. Y. 
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(Suggested retail price, tax included) 
complete with 2 Polishing Brushes 


in 
Sparkling 
WITH NEW FEATURES 
New motor—runs faster, runs cooler than 
any in competing machines. 
New exclusive styling—with baked silver 
gray finish. 
New light weight — less weight to carry, with 
equal durability and “abuse-ability.” 
New brush lock — simpler and surer. 


New lower price— made possible by omit- 
ting extra brushes. 


(extra brushes available, of course) 


Other salesworthy features include handle that locks 
in upright position, extra-long 18-ft. Underwriters- 
approved cord, and patented quick-release cord 
holder. 


Counter-rotating brushes polish full 12-inch swath. 





No change in profitable discount 
schedule. Order from your jobber today. 











Red 


UNION, NEW JERSEY, U. S. A. 
For Details Circle 36 on INQUIRY CARD 


ADDITIONAL 
EASY-TO-MAKE 


PROFITS 

IN THESE 

RELATED 
ITEMS 


De Luxe Model FP-33A. Same improved machine, but with 
2 polishing brushes and 2 scrubbing brushes and 2 felt 
pads. $59.95 suggested retail. 

Rug Cleaning Attachment. Simple, rugged, snaps easily into 
place on FP-33 or FP-33A. Complete with two vinyl 
brushes. $19.96 suggested retail. 

Floor Reconditioning Kit. 6 coarse, 6 medium sandpaper 
discs, 2 holders, 4 steel wool pads, wrench. $10.96 sug- 
gested retail. 

Brushes. Polishing brushes $4.75 pair, scrubbing brushes 
$4.75 pair, felt pads $.80 pair. 


evil T 





MAKE YOuR Home 


ITS Time Jo 


WINTER. “TIGHT, 


Tack Up 





DRAFT FREE! 





Over 100 Million People Will See 


BIG, PAGE-SIZE, 2-COLOR ADS LIKE THIS 


Now Appearing in National, State & Local Papers. 
They Will Keep Your Customers Asking for war? 


Flex-0-Glass & Other Top-Quality Plastic Products 


JUST cur 
AND TACK OW 


Aan 
euananres 


Cash In On This Timely Advertising 
Keep Your Display Rack Filled With ''Warp’s”’ For Extra Sales, Extra Profits 








: WARP’S @=y 
9 DISPLAY = == 
RACK 
WM 500 






PLASTIC 


WINDOW MATERIAL 


a H) 






Wii 7 
eT 
= 


TOP 
QUALITY 


arstar UA 
ex BON 
> Only 


266i" WSs P03 tae 


8”, 36” me,“ Only 4 
2o,00, 36" Wide Lin 
48” widths %6 Wide NF 356i: 


pte best am Clear Plastic Oveg | 3¢. am Me || 28”, 36" 
ggest : Y4" Mesh Green ) >a eee af 4 49” widths 36" 
Guaranteed 2 Years Lgtton Cords Clear Plastic Over oy pro f 


\ 


36” wide 


Clear Plastic Over | 
4 Mesh White 


ALL NATIONALLY ADVERTISED (iinet? 
Retail Prices Subject to Change 


Other Warp Window Materials are 


et VINYL-PANE & WINDOW-FABRIC 


by. PACKAGED STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 





America’s 
Fastest Selling 
Storm Window Kit 


READY TO TAPE ON 


36” x 72” Plastic Two Full Size Storm Windows gas 


Sheet. 1. 36” x 84” weather- 


36” x 72° 


18’ Fibre Molding 
Package of Nails. 
One full size Storm 
window, packed 

in each colorful box. 
36 in a Dispensing 


in Each Kit 


36 Feet Fibre Molding. 
2 Packages of Nails 


2 Sheets Plastic—72” x 36”. 


ee o A 
yar geemget | Crystal Clear 
\ ——— Plastic Sheet 
we woe F1|| and 200° 


\ i Ii] Special 4” 
ee Tape 


Packed 12 to Attractive 
Counter Merchandiser 


proof kraft with 

12” x 12” clear 

plastic window 

21’ Fibre molding 
3. Package of Nails 
Individually wrapped 
ready to sell. Packed 12 to 


Packed 6 in attractive 


counter 


Display Carton Packaged in Sna 3 Color Plastic Envelope. 
: vd . a Handy Dispenser Carton Display Box 





if Materi 
Pre-Cut Packaged 


Cove 2 Sit over 


COVERS a me 
~5 handy sizes- a 

available in i myx 
6 mil black 4 . 
Individually boxed and 
packed 3 to a shipper 


Carried by Reliable Jobbers Everywhere 


WARP BROS. CHICAGO 51, ILL. 


‘TM 


al Will Be n Use BLACK 
Pre-Cut Round 
SILAGE Cover 
4 Gauge Heavy Duty 
Black Coverall 
Individually boxed jy 
and packed3 
“Saee 
toa shipper 
5 Sizes 


DROP. 
CLOTH 











2° of clear 
COVERALL 
Individually boxed 

Packed Doz. to Display Carton. 


SUN-RESISTANT 


BLACK 







